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The Construction of the 
AMERICAN BOILER PLATE WARM AIR HEATER 
is the secret of its success 


It is built upon practical, tested lines—no 
freak, so-called improvements are used. 





We take some little pride in manufac- 
turing and selling the AMERICAN 
BOILER PLATE WARM AIR 
HEATER. It has been our constant 
aim to improve our product to the highest 
point of excellence. The support which 
we receive proves that our efforts have 
been successful. 


The AMERICAN BOILER PLATE 
WARM AIR HEATER is made of 
heavy boiler plate steel — built like a 
power boiler with the same super 
strength and durability. It is a well 
known, dependable, satisfaction giving 
‘ warm air heater—not cheap but as cheap 

‘QBs =: as it can be built. 

AMERICAN BOILER PLATE WARM AIR HEATER 





A simple request from you brings our catalog. Mail that request today. 


We respectfully solicit your patronage. 


AMERICAN FURNACE COMPANY 


2725-27-29-31 Morgan Street St. Louis, Missouri 








$2.00 Per Year. 











ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, 62 and 63 
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We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 
in the United States. 


Here are four of the different styles—there are seven 
others, in all the different sizes. 


We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. Larg- 
est distributors west of the Mississippi River of everything 
in furnace supplies. 





We furnish advertising for our dealers—Make estimates 
and quotations on request. 











Nesbit All -Cast Heater, 
1000 Series. Triangular 


sot ateeeezce’ “HANDY” Pipe and Fittings ‘hye 
“ROCK ISLAND” and 

Weir All-Steel “WA LW O R T H a Peerless Grave 

Gas and Soot ity, Single 


Consuming W Ai Register , 
Warm Air arm- 1r Warm Air #y¥ 


Heater. REGISTERS Heater. 


Write tor catalogue and information blank. 


STANDARD FURNACE & SUPPLY CO. 


411-413 So. 10th St., Omaha, Nebraska 
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JUST AS IMPORTANT 
to ventilate school rooms as to heat them 


Parents and school officials are realizing that it is just as necessary to ventilate ——— 
school rooms as to heat them—it is plainly evident that foul and vitiated air should 
not be reh-ated and breathed again and again, but should be passed out of the room 
through a ventilator. 


THE FRONT RANK SCHOOL HEATER AND VENTILATO 
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has been designed especially to meet the | ; 
requirements of up-to-date schools. Itis | \ \ } 
a simple apparatus, easily controlled, and |- Xp cep inc, ’ 
changes the air several times an hour. The || 
inside air is shut off by turning the damper | » 


in the cold air duct, and the entire supply 
comes directly from outdoors. The smoke 
pipe passes through the center of vent pipe, h 
making it a never-failing, positive ventilator. 


Write us for further particulars. 


Haynes-Langenberg 
Mfg. Co. 


St. Louis, Missouri 


Front Rank 
School Heater | 
and Ventilator 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 


ing Interests 


PuBLIsHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForREIGN COUNTRIES ONE YEAR PosTAGE Paip $4.00 CANADA ONE YEAR PosTAGE Palp $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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THANKS TO THE quick and hearty cooperation of 
the thousands of merchants who subscribe for and 
Randall study the various trade journals, the 
“Rider” Unfair proposition of Congressman 
Stricken from Randall known as the Randall “Rider” 
Post Office to the Post Office Appropriation Bill, 
Bill. by which it was intended to place an 
entirely inequitable burden upon the only means by 
which retail merchants can secure quick and reliable 
information about trade conditions and learn of new 
and progressive methods of merchandizing, thus mak- 
ing it possible for them to improve their service to the 
public, this measure has been stricken from the bill 
before it passed the House of Representatives at 
Washington, D. C. 
We congratulate our subscribers and every one 
whose interests were so seriously threatened by this 
inconceivably unfair proposition, but the back-alley 
and sub-terranean influences which were behind the 
Randall “Rider” may be counted upon to continue, 
and it will be necessary to keep a constant watch to 
guard against similar attempts. 








DuRING THE NEXT few weeks retail hardware 
dealers all over the country will gather in their various 
states for annual conventions. 


Attend Your It is a significant fact that in the great 


State majority of the state associations the 
Hardware ceils ceectaiinng ra * 
Convention, ™¢mbership includes more than eighty 


percent of all the retail hardware deal- 
ers in the particular state. In some states more than 
ninety percent of the hardware dealers are affiliated. 
Still more important is the fact that for years it 
has been the “live” dealers who have worked for the 
growth of the association spirit. They have shown 
their faith in the usefulness of association. They 
know that many features of the improved conditions 
under which they and you do business today are due 
to well directed association activities. They have 
given freely of their time and of their money to bring 
about these conditions, and it is, therefore, no wonder 
that they keep on emphasizing the necessity for still 
greater activity and still better efficiency—both as as- 
sociation members and as individual merchants 
Men like Charles T. Woodward of Carlinville, Illi- 
nois; like Fred C. Thorpe, of Versailles, Missouri; 
like D. Fletcher Barber, of Boston; like H. B. Mc- 
Grath of Cleveland; like Karl S. Judson, of Grand 
Rapids, Michigan; like J. B. Pierce, of Bredhead, 
Wisconsin; like W. J. Deering, of Atlantic, Iowa, and 
many others of greater or sma!ler financial sticcess in 
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$2.00 Per Year. 


the retail hardware business—such men could have 
made their success without the help cf their state asso- 
ciation, but they saw the importance to them of co- 
operating with their fellow hardware dealers for the 
general welfare and improvement of conditions of the 
trade, and so they grew and prospered at a still greater 
rate because of their active interest in this great work. 

Our advice to every retail hardware dealer who is 
not now affiliated with his state organization, is that 
he prepare to attend and do attend the Annual Con- 
vention of the Retail Hardware Association in his 
state and that he apply for membership, so that he 
also may derive some of the benefits which came 
only to active members. 

The dates of the various state conventions and their 
places of meeting are published on page 37 of this 


issue. 








A VERY INGENIOUS inventor submitted plans recently 
to the United States Patent Office for a machine 
which, he claimed, would solve the prob- 
lem of “perpetual motion.” He had 
made schedules of everything in connec- 
tion with the apparatus—except in one 
particular: He had entirely forgotten 
that it takes as much energy to lift a pound of bird 
shot to a certain altitude as the dropping of that quan- 
tity and weight will develop. 

For ages past men have tried to produce a ma- 


“ce 


Perpetual 
Motion 
Versus Law o 
Compensation 


chine by which “perpetual motion” would be accom- 
plished, and in every case they have failed—for one 
reason. 

When the Creator made man and gave him dominion 
over all the living things on, in and under this earth 
and over all the dead things, too, He also told man 
that he must work, and that in his work must he find 
his recompense. 

The Law of Compensation was established at that 
time, and it is still in force, in spite of al! the attempts 


of mankind to find some way of counteract its pro- 
visions. 

This same law applies to every condition of life; 
to everything connected with our activity; to our 


health; to our comfort; to our business. 
And just as we attempt to get away from its rule 


at least- 


1 


in other matters, so do we—many of us, 
endeavor to conduct our business without due regard 


to this law. 
For instance, the Lav of Compensation says that 
“trade goes where it is invited, and remains where 11 


receives good value and satisfactory service.” 





Zu 


The first proviso then, is ‘hat we must “invite” 
trade. Some manufacturers do this by sending out 
traveling salesmen; some by adve.tising; others—the 
wisest in the business—by combin‘rg these two media 
of invitation, using advertising as a means of introduc- 
ing their new lines or new numbers in their old lines 
to those whose business they seek. 

These manufacturers realize that retailers of hard- 
ware are busy men who must make the best possible 
use of their time. They know that the trade paper 
which such a retailer buys and reads is the source 
from which he derives a large portion of the informa- 
tion he needs for the successful conduct of his busi- 
ness, and that he seeks this information in its adver- 
tising columns as well as in its reading pages. 

These manufacturers have found by experience 
that a retail hardware dealer who reads a tradepaper 
like AMERICAN ARTISAN AND HarDWARE RECORD 
is much more likely to operate his store in a suc- 
cessful manner than the one who “is too busy to read 
tradepapers.” He does a bigger business; he turns his 
stock more frequently ; he discounts his bills; he is a 
more satisfactory customer in every respect. 

They also know from experience that many a satis- 
factory account has been opened on their books with a 
“trial” order from one of these retailers who had 
read their advertisement in AMERICAN ARTISAN AND 
HARDWARE ReEcorp, and that by giving him good 
value and rendering him satisfactory service they had 
been enabled to keep him as a regular and profitable 
customer. 

They know that advertising pays big when con- 
ducted in a persistent and consistent way. 

That is why among our advertisers we have so many 
manufacturers who have been regular users of space 
in our advertising columns for year after year— 
some of them almost since the first number of this 
publication was issued—or for more than thirty-six 
years. A considerable number of these regular adver- 
tisers have during that time grown to be counted 
among the mast prominent enterprises in their line, 
and they are always ready to give credit to this pub- 
lication for the share which it has had in their growth 








Hicu prices will rule on purchases of merchan- 

dise for the fall and winter of 1917—no matter what 

happens in Europe—and in most in- 

High Prices stances, it will be difficult to secure sup- 
for Fall. plies. 

These two features stand out in state- 
ments made by practically every one who is in position 
to form any reasonable judgment, and they are backed 
by hard facts: Mills and factories are behind in their 
deliveries, labor is scarce, raw material is “up” in 
many cases more than 100 percent and difficult to se- 
cure without long wait; cost of manufacture is high 
because of abnormal wages paid, from the pig iron 
furnace to the factory where the finished product is 
made. 

There should therefore be no hesitancy on the part 
of retail hardware dealers in placing their orders for 
the usual supply for the coming fall and winter, but 
in doing this, it is well to keep in mind that this does 
not imply any reason for plunging. 
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The dealer who buys more than he can ordinarily 
dispose of is not following the rules of proper mer- 
chandising—he is speculating—and as most: other 
amateur speculators he is more than likely to “get 
caught.” 

“Quantity buying” sounds fine, but the only kind 
of “quantity buying” that pays in the long run is the 
kind that is conducted on the principle of buying only 
enough to turn your stock at least three times a year. 

Be conservative in your buying, so far as quantity 
is concerned, but don’t hold back on placing your 
orders for what you will need for the fall and winter. 
You will not be likely to see lower prices when you 
have to have the goods in stock or lose sales. 








Ir 1s A regrettable fact that we Americans have in 
the past been so concerned with our own affairs that 
we have not been willing to use our 


Our eyes and ears and minds to learn what 
Change in lie ie ; i ee ee a 
Attitude, [45 been going on outside of this hemis 


phere. 

We have been altogether to “provincial” in our 
view of the world. If we have thought of Europe 
and its development in commerce and industry, it has 
been only as a part of the globe where men and 
women worked long hours and at low wages to pro- 
duce manufactured articles which should not be al- 
lowed to be imported into the United States except 
under a heavy custom’s tax, in order to protect our 
own industries. 

So far as “Foreign Trade” was concerned, the 
greatest portion of our exports was composed of raw 
material, much of which in the iron and steel lines 
eventually found its way back here in the shape of 
fine steel, cutlery, tools, etc. We simply didn’t look 
upon the other parts of the civilized or uncivilized 
world in the light of a field for our own finished prod- 
ucts. 

To some extent this was due to the fact that until 
the past decade we had all we could do to provide our 
own people with what they needed and wanted. 

Sut that condition no longer exists—we produce 
now in many lines far more than we can consume, 
and it is for this reason that some of us have changed 
our viewpoint, to the extent that we are now endeav- 
oring to learn something about the characteristics of 
the people in foreign lands from whom we may be 
able to secure business. 

“Better late than never,’ and “better half a bone 
than none,” are expressions that fit the present situa- 
tion, but a half-hearted and “academic” study of for- 
eign peoples will not do. We must devote much hard 
work and considerable amounts of money before we 
can come to a knowledge of the basic conditions that 
underlie the establishment and development of trade 
with nations who have not up to the present time been 
buying their supplies from us. 

And this is the all-important fact: We have fallen 
down in many of our previous attempts when we 
tried to dispose of our surplus output because our 
manufacturers would not or could not fill the specific 
wants of the buyers, while European manufacturers 
went to all sorts of trouble to suit these specific wants. 
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It was not a matter of price in many instances of 
our failure to sell, but rather a matter of inability or 
unwillingness to make merchandise according to what 
the buyers wanted. 

The extensive research work that has been con- 
ducted under the able leadership of Dr. E. E. Pratt, 
Chief of the Bureau of Foreign and Domestic Com- 
merce, has done much to clear up the misapprehen- 
sions and false views which many of our manufac- 
turers and other business men held as to the possibility 
and advisability of spending any considerable energy 
for the purpose of developing markets for our fin- 
ished products, and so we are already beginning to 
see real results in the shape of established, pleasant 
and profitable business relations with buyers in for- 
eign countries who are purchasing our goods because 
of their intrinsic merit and suitability. 

All of which is cause for congratulation inasmuch 
as a growing export trade is one of the best safe- 
guards against interruptions of steady prosperity. 

But the fight must be kept up. It will not do to rest 
on our arms half way up the hill. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 








I am glad to be able to tell the many friends of 
Henry Gleason, whose home is in the borough of 
Manhattan in the Empire State, that he has recovered 
from a severe attack of “Lagrippe,” and that they may 
have the pleasure of looking upon his handsome figure 
if they will journey to Palm Beach, Florida, early in 
February, for of course, Henry couldn’t do without 
his annual trip to the land where Ponce de Leon is 
said to have discovered the fountain of youth. 

George Harms, Secretary of I*. Meyer & Brother 
Company, Peoria, is going to [lorida with his wife 
and daughter for a vacation. He tells me that George 
Themacher and A. W. Howe have formed themselves 
into a special committee on good fellowship for the 
‘Annual Convention of the National Association of 
Sheet Metal Contractors which is to meet in Cleveland 
next June, so the delegates and other vistors are bound 
to have “some good time.” I am going to look them 
up when I am in Cleveland as I want to know some- 
thing about the jokes they are going to spring, so as 
to be prepared. 

The milk of human kindness is still in evidence, 
although some of us may doubt it when thinking of 
the awful disaster caused by the war in Europe, and 
in spite of “man’s inhumanity to man” we find every 
day proof of “man’s sympathy with man.” 

Perhaps no more beautiful illustration of this trait 
in our complex make-up has been seen in the war than 
that of the British aviator, who, representing the fly- 
ing corps of England, defied the dangers of German 
guns to drop a letter of condolence for, and a wreath 
in memory of, Boelcke, the German aviator hero, who 
met his death in the enemy’s land. 

And the sympathies of the battle-scarred Germans 
were no less appreciative than this display of brother- 


hood was expressive of admiration for one who, serv- 
ing his country, sacrificed even a chance to die among 
or near his kindred, for they at once sent to Boelcke’s 
mother the tokens of the British. 

The war may create hatreds, but so long as men are 
men, so long will there shine forth in our frail hu- 
manity a light that must save the world from the 
utter darkness into which one sometimes is tempted 
to believe this war will plunge the universe. 


“Tony” Albrecht, of North Brothers Manufacturing 
Company, Philadelphia, was in a jewelry store one 
day, when an Irishman entered and asked to see some 
clocks, but none seemed to suit him, although the 
jeweler had showed him every style he had except a 
few cuckoo clocks, so he brought these forward as a 
last resource, and vowed he would do his best to sell 
one or know the reason why. 

“Do the clocks strike the hours?” asked Pat, notic- 
ing their curious shape, and half doubting their 
capacity to do anything. 

“Tl show you what they do,” said the salesman; 
and he set the hands of one to a few minutes to 12. 
When the little door flew open and the cuckoo thrust 
his head out, cuckooing away for dear life, Pat was 
thunderstruck. But when the bird disappeared he 
looked glum, and pondered in gloomy thought for a 
moment. 

“Well, how do you like that?” asked the salesman. 
“That’s a staggerer for you, isn’t it?” 

“Faith and begorra, I should think it is,’ declared 
Pat. “It’s trouble enough to remember to wind it, 
without having to think of feeding the bird.” 

*K Kk pS 

There’s many a man who seems to be under the 
impression that he is “entitled” to a “living,” no mat- 
ter how little he actually does in the way of real 
work. “Putting in their time” with such men is all 
that they “need” do to earn their wages. 

To these men I would recommend the following 
statement of one of the great men of this Nation, 
Horace Greeley: 

The World Owes Me a Living. 

How owes? Have you earned it by good service? If 
you have, whether on the anvil or in the pulpit, as a toiler 
or a teacher, you have acquired a just right to a livelihood. 
But if you have eaten as much as you have earned, or worse 
still have done little or no good, the world owes you noth- 
ing. You may be worth millions, and able to enjoy every 
imaginary luxury without care or effort; but if you have 
done nothing to increase the sum of human comforts, in- 
stead of the world owing you anything, as fools have bab 
bled, you are morally bankrupt and a beggar. 

* aK * 

In what particular, or particulars is your store bet- 
ter than any other store in town? What would the 
people of your community lose if you should take your 


store away? 


* 


Here is a little “jingle” that is good enough to be 
used as a guide post for our conduct, so I am passing 
it out: 


Golden Advice. 
Do all the good you can, 
By all the means you can, 
In all the ways you can, 
In all the places you can, 
At all the times you can, 
To all the people you can, 
As long as ever you can. 
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CHARLES E. BUSHNELL. 


There are those who deplore the fact that in our 
industrial life in this country, there is too much un- 
steadiness and too little of the spirit which prompts 
the son to continue in the path started by his father. 

They would have us believe that our young men 
of the present day generation do not want to take up 
the work started by their forefathers and that they 
prefer going into other fields—sometimes because of 
a dislike for parental exercise of authority, some- 
times possibly because of a desire for other, seem- 
ingly easier, ways of getting ahead. 

No doubt there is some basis for this criticism and 
no doubt the situation which is thus criticised is not 
a satisfactory one, because there is no question what- 
ever as to the fact that prog- 
ress is made faster and better 
work is done in plants which 
remain under the manage- 
ment of the same _ family 
from generation to genera- 
tion—provided, however, the 
sons are of a progressive na- 
ture. 

It is a significant fact that 
in many of the great com- 
mercial, industrial and finan- 
cial institutions of Europe, 
the management has _ been 
handed down through many 
generations from father to 
son and there exists in most 
of these organizations a 
spirit of fealty and loyalty on 
the part of almost everyone 
employed in them which is 
difficult to equal anywhere. 

When, however, an enter- 
prise has been founded in this 
country and has been oper- 
ated successfully for nearly fifty years, under the 
active management of father and son, we find that 
practically the same condition obtains in such an en- 
terprise as in those of the old world, and the Vaughan 
and Bushnell Manufacturing Company is a fair exam- 
ple of the development of such a highly satisfactory 
condition. 

The founders of the Company were Alexander 
Vaughan and L. M. Bushnell. The active heads to- 
day are Sanford S. Vaughan and Charles E. Bush- 
nell, sons of the two men who organized the business 
in 1860. 

Charles E. Bushnell is a home product of Chicago. 
He was born on the West Side only a short distance 
from where the Company’s first factory was located. 





He attended the old Brown School and upon gradu- 
ating became a student at the first manual training 
school in Chicago, finishing his course there in 1895. 

For several years he had spent his Saturdays and 
much of his vacation periods in the office and black- 
smith shop of the tool factory in which his father 
was interested, but it was decided that he should have 
some outside experience, and so upon leaving school 
he obtained employment in the stockroom of Hibbard, 
Spencer, Bartlett and Company of Chicago. Some- 
time later, he was put in charge of the salesmen’s 
samples of the cutlery department which gave him a 
thorough training in carefulness, accuracy and in 
keeping track of things. 

On October 1, 1897—a lit- 
tle over nineteen years ago— 
he joined the organization of 
the Vaughan and Bushnell 
Manufacturing Company in 
the bookkeeping department 
where one of his duties was 
that of making out the pay- 
roll. In those days, the Com- 
pany was still in its first pe- 
riod of growth, so to speak, 
and Mr. Bushnell says that 
the work was not nearly as 
heavy by a_ considerable 
amount as that of today so 
far as getting the pay en- 
velopes ready: Less’ than 
one fourth as many men 
were employed in the entire 
factory as there are today. 

When in 1905 Alexander 
Vaughan died, Charles’ 
father, L. M. Bushnell, be- 
came president and the sori 
was made Assistant Treas- 
urer and Secretary, and when three years ago Mr. 
Bushnell retired from the presidency, Sanford S. 
Vaughan became President and Charles E. Bushnell 
Secretary and Treasurer. 

Mr. Bushnell is married and lives in a comfort- 
able apartment on Sheridan Road, the beautiful North 
Shore boulevard of Chicago. 

He is a quiet unassuming man of very pleasant 
characteristics so that it is no wonder that he has a 
large number of friends both among his business and 
social acquaintances. 

His only “vice” is golfing, and he says that if more 
men would play that fine Scotch game, there would 
be fewer cross and unpleasant office managers in this 
busy world. 
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HALL OF FAME 











P. H. HENOCH. 


“In the days of old, when knights were bold, and 
barons held their sway,” as the poet sings, the young 
men were wont to leave the firesides of their homes 
and go out into the world seeking adventure and per- 
chance fight a number of jousts for the honor of their 
lady love. 

If in one of these combats they should happen to be 
mortally wounded they would die gladly feeling that 
they had performed the greatest deed of gallantry that 
any man could think of. 

That very often these gallant knights made their 
living by holding up the peaceable tradesman who 
was traveling from place to place with his wares and 
relieving him of his gold and silver and precious 
stones did not matter much, 
because. the tradesman in 
those days was not a person 
to be regarded as of any im- 
portance—rather he was a 
sort of necessary adjunct by 
which the knighthood was en- 
abled to prosper. 

Today there is considerable 
difference and the knight of 
the road no longer carries a 
sword and armor. His in- 
signia are the traveling bag 
and the sample case. 

But he is no less adventur- 
ous than the knights of old. 
For every time he sets out on 
his trip he looks for and finds 
new adventures and_ over- 
comes adversaries, taking just 
as much pleasure in making a 
sale to a hard customer as the 
mediaeval knight had in con- 
quering his enemy. 

Those who know P. H. 
Henoch best are agreed that if he had lived four or 
five hundred years ago his name and fame would 
likely have found their way into poetry, for he is of 
the adventurous spirit which characterized Sir Lance- 
lot, d’Artagnan and other bold and intrepid characters 
of the middle ages. 

“Phil,” as he is called by his many friends, was 
born August 8, 1876, in Michigan City, Indiana, and 
attended the public schools there tor a while, but 
finishing his education in Chicago where his parents 
had moved in 1885. 

‘As soon as he was old enough, he went to work and, 
led by his adventurous spirit, roamed over the country 
selling one commodity or another, not being particular 
as to the kind, so long as his compensation was suf- 





ficient to pay for his travels and keep him well 
dressed. At one time he sold fire insurance policies 
and later on for awhile was associated with the 
Toledo Blade, published at Toledo, Ohio. About 
twenty years ago, he began selling toy books for the 
W. B. Conkey Company, which is now located in 
Hammond, Indiana. He made long trips into the 
Eastern states and was absent from Chicago usually 
the greater part of the year. 

Then something happened to change his roving 
habits; he became engaged to be married and decided 
that under the circumstances it would be much nicer 
to have a position which would not call for such long 
periods of absence from home, so in April, 1908, he 
became the representative of 
the AutoStrop Safety Razor 
Company in the Chicago ter- 
ritory, which at that time 
comprised seven states. About 
a year later, his brother Harry 
Henoch also became associ- 
ated with the Company and 
between the two they devel- 
oped the business so fast that 
Phil now attends solely to the 
Chicago and Milwaukee 
trade, while Harry looks 
after AutoStrop Razor sales 
in Illinois, Indiana, Michigan 
and Wisconsin. 

Withing the last year Mr. 
Henoch has added two other 
lines and he now represents 
the Irwin Leather Goods 
Company, manufacturers of 
razor strops and the Keyt- 
Henoch Company, in which 
he is a partner, manufacturers 
of a shaving lotion. 

Phil has many friends and his genial smile is often 
found greeting you at lunch time in the Hardware 
Club of Chicago. Few of them, however, now call 
him by the name by which he was known some years 
for this acquired 


{ 
l ( 
1 
{ 


ago—‘‘Desperate Desmond” he 
y a heavy, black 


when his upper lip was “adorned” 
mustache, and since he yielded to the fashion of the 
“smooth face” he also lost the dangerously-sounding 
nickname. 

Of vices he has none, unless you would call his fond- 


such, and most of 


ness eor a game of “Pigeon !’ool” 
those who indulge in this exhibition of skill are willing 
to bear witness to the fact that it is a fine way to ac 


juickness of perception 


quire steadiness of eye, 


certainty in execution 
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UP TO THE MINUTE 
NEWS SIF TINGS 








DeceReCrT 


The Thurston Range and Heating Company, Thurs- 
ton, Ohio, has been incorporated with a capital stock 
of $15,000 by C. W. Cunningham, F. M. Smith, H. N. 
Hartman, C. G. Struthers and George Haver. 

neetetoninnaten 


STOVE AND RANGE PATENTED. 


William Adolph Busiek, Belleville, Illinois, has pro- 
cured United States patent rights, under number 
1,211,404, for a stove and range descrived in the fol- 
lowing: 


In a device of the character described, an oven, a source 
of heat consisting of hollow perforated members connected at 
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their extremities, a partition in said oven so positioned with 
respect to said source of heat that direct communication be- 
tween the perforations is destroyed, that the products of com- 
bustion in emanating therefrom are selectively divided be- 
tween the upper and lower portion of said oven. 


1917 A GOOD YEAR FOR DEALERS IN HIGH 
QUALITY RANGES. 





With the increasing costs of stoves and ranges, it 
may readily be assumed that buyers, finding it neces- 
sary to pay advanced prices, will naturally make a 
more careful examination as to the quality and relia- 
bility of the appliance in question. The necessity of 
paying a higher price than in previous years will make 
them more alert and more eager to secure stoves and 
ranges of proven merit—hence dealers who handle 
such lines will receive gratifying returns. Born’s Steel 
Ranges, the manufacturers assert, are of this type, 
their durability and efficiency having been demon- 
strated over and over for more than a third of a cen- 
tury in every community in which they have been 
sold. In this line are included attractive designs and 
all needed sizes for home use, also styles for hotels 
and restaurants. Some of the strong points that make 
these ranges so desirable are thus cited: They are 
made of rust-resisting iron and steel of guaranteed 
durability and have patent removable oven bottoms, 
weight-balanced oven doors, double bodies, cast back 
flues, malleable iron hinge plates, adjustable flue 
slides, encased reservoirs, thick cased asbestos flue 
bottoms, and reversible duplex grates. Catalog giving 
full particulars can be obtained from the Born Steel 
Range Company, Cleveland, Ohio. 


PATENTS STOVE AND LIFTING DEVICE FOR 
COMBUSTION TUBES. 





Under numbers 1,212,901 and 1,212,902, United 
States patent rights have been granted to Lee S. 
Chadwick, East Cleveland, Ohio, assignor to The 
Cleveland Foundry Company, Cleveland, Ohio, for 
a stove and a lifting device for combustion tubes de- 


scribed in the following: 
Number 1,212,901: In a stove of the character described, 
the combination of an open-top reservoir, a tube extending 


1.212,901 





vertically through the reservoir and having a perforated cap 
at the upper end thereof, a perforated commingling tube 
mounted on the upper end of the first mentioned tube, with 
the cap projecting into and extending across the bottom of 
said commingling tube, a cap for the commingling tube, a 
removable cover for the reservoir adapted to rest upon the 
top of the same, and an outer perforated commingling tube 
carried by and movable with said cover. 
> Number 1,212,902: The combina- 
tion with a burner and combustion 
tubes of a lifting rod connected at 
its upper end with said tubes, the 
lower end being projected out- 
» wardly below the bottom of the 
burner and means attached to said 
burner for guiding the vertical and 


























<u” = LF the outwardly projected portion of 
if i@e said lifting rod, said rod having a 
het vertical and laterally tilting move- 

“ ment, the outwardly projecting por- 


tion of said rod and that portion 

St —— of the guiding means co-operating 

ite therewith being shaped to hold said 

Fat), 1,212,902 rod in its elevated and tilted posi- 
er, tion. 








1917 CATALOG OF OIL AND GASOLENE 
STOVES AND RANGES. 


The Dangler Line of Oil and Gasolene Stoves and 
Ranges for the season of 1917 is admirably presented 
in the new catalog which is being distributed to the 
trade. These appliances, the manufacturers state, 
speak for themselves on points of convenience, econ- 
omy and durability, a demonstration being all that is 
usually necessary to make a sale. The success of deal- 
ers and the satisfaction of customers during the past 
seventeen years is cited as the most convincing proof 
that they are absolutely dependable and has demon- 
strated the wisdom of originating exclusive and pop- 





4 








ES RelA Deve eHE re 


ee 


cree 


January 27, 1917. 


ular styles. Because of their economy and ease of 
operation, Dangler Blue Flame Wick Oi: Stoves are 
said to reduce the labor of cooking to a minimum, 
some of the features being the heavy burners and 
frames for reliability, and a patented positive wick 
stop which is claimed to insure a flame of proper size 
and make the operation as simple as that of a gas 
stove. The burners are further fitted with a chimney 
raising device designed to overcome entirely the dif- 
ficulty of proper lighting and to prevent the smoking 
or sooting of the burners. Additional features which 
producc results for the dealer and satisfaction for the 
customer are declared to be disclosed at every exam- 
ination. All the styles of stoves ard ranges are hand- 
somely illustrated, described and priced, and copies 
of the new catalog, Number 126 will be sent upon 
request, by the Dangler Stove Company Division of 
the American Stove Company, Cleveland, Ohio. 
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COMBINATION COAL AND GAS RANGE 
PATENTED. 





William Abigt and Edward B. Leonard, Evans- 
ville, Indiana, have secured United States patent 
rights, under number 1,212,434, for a combination 
coal and gas range described herewith: 


° . ¢ 
In a combination coal and gas range, an oven, a fire-box 
for solid fuel, a flue for conducting the heat from the fire- 
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box so that it will heat the oven, a multiple chamber or com- , 


partment casing located between the fire-box and the oven, 
the respective chambers of said casing being independently in 
communication with different parts of the oven, and gaseous 
fuel burners located in the respective compartments or cham- 
bers of said casing. 


WRITE FOR THIS HANDSOME 1917 CATALOG 
OF OIL STOVES. 





The manufacturers of Clark Jewel Oil Stoves have 
just issued their 1917 catalog of these appliances in 
which are shown many of the types in four different 
colors. In the foreword the fact is emphasized that 
the high efficiency burners of the stoves have proven 
entirely satisfactory and that for 1917 they will con- 
tinue to be furnished on all of their oil stoves. A 
new cabinet stove and a five burner stove have been 
added to the Clark Jewel line and are shown on pages 
4 and 5; a laundry stove and a double coil water 
heater are also new and will be fcund on pages 14 
and 16. The Clark Jewel All-Steel Gasoline Ranges 
are equipped this year with two smokeless gener- 
ators, one of which takes care of one step burner and 
the two top burners, while the other supplies the re- 
maining step burner and the oven burner. White por- 
celain enameled splashers, and porcelain enameled 
top, with side shelves and plain removable drip pans 
may be fitted if desired, serving to further enhance the 
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beauty and convenience of the stoves. The white 
stippled gray-blue of the enameled top and side shelf 
is very pleasing in color, and stoves with this excel- 
lent feature are carried in stock for immediate ship- 
ment. Copies of the 1917 catalog, Number tor, can 
be obtained from George M. Clark and Company Di- 
vision of the American Stove Company, 179 North 
Michigan Avenue, Chicago. 
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Eat good food, talk good talk, love your friends and 
help the helpless—these constitute the essentials of a 
successful life. 


See ANN 
OBITUARY. 





Captain Simeon H. Crane. 

Many of Chicago’s old time hardware men will 
learn with regret that Captain Simeon H. Crane, for- 
merly a partner in the firm of Markley, Alling & Com- 
pany,-who were in business for many years on Lake 
Street, and a half-brother of John Alling of that firm, 
died Wednesday, January 24th, at his residence, 3733 
Lake Park Avenue, aged 77 years. Mr. Crane had 
been a member of the Union League Club for thirty 
years and was Recorder of the Loyal Legion. He 
served through the Civil War as a member of the 
Sixty-seventh Indiana Volunteers. Surviving him are 
his daughter, Miss Marie Crane, and his niece, Mrs. 
Anna Hendricks, who made her home at the Crane 
residence. Bishop I*allows conducted the funeral 
services at the residence at 3 o'clock Friday afternoon. 
Burial was at Mr. Crane’s birthplace, Madison, 
Indiana. 

Frank Sturges. 

rank Sturges, President of Sturges & Burn Manu- 

facturing Company, 508 South Green Street, Chi- 


. cago, died Tuesday, January 23rd, at his home in Elm- 


hurst, one of Chicago’s western suburbs. The funeral 
was held Thursday at Lake Geneva, Wisconsin. 

Mr. Sturges was born in Putnam, Ohio, October 10, 
1842, and came to Chicago with his father, Solomon 
Sturges, in 1860. He had been engaged in business 
in Chicago ever since and was active in business until 
stricken three weeks ago. Hle was married to Janette 
Elizabeth lee, who with their three children—Lee, 
Miss Janette Lee and Miss Lucy Hale Sturges—are 
left to mourn the loss of a fond husband and loving 
father. Many of his business and social friends at- 
tended the funeral. 

William Edward Spencer. 

William I<dward Spencer, 83 years old, one of the 
pioneers in the hardware business and a resident of 
Chicago since 1854, died Sunday, January 2tst, at his 
daughter’s residence, 2250 College Avenue, Indian- 
apolis. He was born in 1834 at Manchester, England, 
and at the time of the Chicago fire and afterward 
was one of the leading importers of cutlery and fire- 
arms in the west, with factory at Sheffield, England, 
and Chicago headquarters at Lake Street, near Wa- 
bash avenue, his home being at 4740 Lake Park Ave- 
nue. He is survived by his widow and two daughters, 
Mrs. Jean H. Nicolas and Miss Lucy [. Spencer. 
Burial was in the family lot at Clinton, Connecticut. 
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_ THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 56 to 61 inclusive. 








The Morley-Murphy Hardware Company, Green 
ay, Wisconsin, has increased its capital from $400,- 
000 to $500,000. 

The Wrought Washer Company, manufacturers of 
hardware specialties, Joliet, Illinois, have sustained « 
fire loss of $50,000 at their plant. 

According to the New York Times of January 17, 
The E. and G. Automatic Lock Nut and Bolt Manu- 
facturing Company, Boston, Massachusetts, have 
made an assignment for the benefit of the r creditors. 

J. D. Edmonds, R. S. Fulton and L. I’. Johnson are 
the incorporators of the Edmonds & Fulton Company, 
Detroit, Michigan, which has been formed with a 
capital of $25,000 to manufacture screw machine 
products. 

The Clark Tool Works, Incorporated, Belmont, 
New York, has been incorporated with a capital stock 
of $25,000, to make tools, metal cutting band saws, 
machinery and supplies. The incorporators are R. H. 
and W. P. Clark and J. B. Bradley. 

The Automatic Door Control Company, Cincinnati, 
Ohio, has been incorporated for $50,000 to manufac- 
ture a patent door control. The incorporators are W. 
H. Burtner, Jr., L. Alvin Kreis, Charles Broman, 
Jesse S. Wentworth, and Walter Schmitt. 





TEXAS HARDWARE MANUFACTURERS AND 
JOBBERS ORGANIZE FOR GREAT 
HOUSTON CONVENTION. 





The following committee has been formed by the 
hardware manufacturers and jobbers of Texas, under 
the name of the Texas State Entertainment Commit- 
tee for the Conventions of the American Hardware 
Manufacturers’ Association and the Southern Hard- 
ware Jobbers’ Association which will be held at 
Houston, Texas, April 17 to 20: John L. Keith, 
Chairman, Beaumont; H. A. Black, Galveston; W. 
H. Richardson, Jr., Austin; W. R. Duffey, Fort 
Worth; Charles Deutz, Laredo; James L. Osborne, 
Dallas, and Fred M. Huggins, Secretary, Meridian. 

A meeting will be held of the Committee on Febru- 
ary tenth, at which more definite plans will be con- 
sidered for the entertainment of the delegates, their 
ladies and other guests during these great Conven- 
tions and thus make certain ‘that the standard set by 
former meetings will at least be equalled and probably 
surpassed. Those who know the members of the 
Committee predict that the entertainment features 
will be the best ever. 


NATIONAL RETAIL HARDWARE CONVENTION 
TO MEET JUNE 12, 13 AND 14 
IN ST. LOUIS. 





The Annual Convention of the National Retail 
Hardware Association will be held June 12, 13 and 14 
in St. Louis, Missouri, and plans are already being 
arranged to make this the best attended and most suc- 
cessful convention in the history of the Association. 





IMPORTANT MATTERS TO BE DISCUSSED 
BY MEN WHO KNOW HOW AT INDIANA 
HARDWARE CONVENTION. 





The Annual Convention of the Indiana Retail Hard- 
ware Association which is to meet at Indianapolis, 
January 30, 31, and February tst, will be conducted 
as a “Short Course for Merchants,” the various busi- 
ness sessions being given up to discussions on vital 
problems of merchandizing, led by men who by their 
successful experience are qualified to speak authori- 
tatively. 

The opening session will be called to order by Presi- 
dent E. Barrett, Lawrenceburg, at 2 P. M., Tuesday, 
in the German House. The President will deliver his 
annual address, followed by a report of the 1916 Na- 
tional Convention by B. G. Shanklin, Frankfort. 

E. G. Smith, Secretary of Indianapolis Chamber 
of Commerce, will speak on “The Sellers’ Congress,” 
and Governor James P. Goodrich has been invited to 
address the Convention on “Business Legislation.” 

J. S. Knox, the Cleveland salesmanship expert, will 
speak at the Wednesday forenoon session on “Buying, 
Selling and Business Management.” 

James W. Fisk, Indianapolis, will introduce the dis- 
cussion Wednesday afternoon with his address on 
“Credits and Collections, Expense Items and Busi- 
ness Record.” 

Thursday forenoon FE. B. Moon, Chicago, 
speak on “Changing Conditions and Trade Possibili- 
ties,’ and Thomas N. Witten, Trenton, Missouri, 
originator of the “Trenton Idea,” has for his subject, 
“How Big is My Town?” 

The closing session, on Thursday afternoon, will 
be devoted to committee reports and election of of- 
ficers. 


will 
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WANT AD IN AMERICAN ARTISAN AND 
HARDWARE RECORD FINDS GOOD MAN. 





To AMERICAN ARTISAN AND HARDWARE REcorpD: 
Please discontinue our advertisement in your jour- 
nal as we have secured a good man through same. 
Yours Respectfully, 
STAUDER & Hoenn. 


Witt, Illinois, January 20, 1917. 
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PITTSBURGH HARDWARE DEALERS ENJOY 
BANQUET AT ANNUAL MEETING. 


The members of the Pittsburgh Retail Hardware 
Dealers’ Association held their Annual Meeting on 
Friday, January 26th, the business session being pre- 
ceded by a banquet, to which each member firm re- 
ceived one free ticket, additional tickets being fur- 
nished at $1.25. 

W. P. Lewis, Secretary of the Pennsylvania and 
Atlantic Seaboard Hardware Association, was pres- 
ent and gave much interesting information in regard 
to the joint convention of that Association with the 
New York State Retail Hardware Association, to be 
held February 6, 7, 8 and 9 at New York City. 


SECURES PATENT FOR. LOCKS. 





Samuel S. Segal, New York City, has secured 


‘United States patent rights, under. numbers 1,212,- 


569 and 1,212,823, for patents for locks, the second 
of which has been assigned to the Burglar Proof Lock 
and Hardware Corporation, New York City, and 


which are described in the following: 


Number 1,212,569: A door 
lock having locking mechan- 
ism, a casing therefor, a 
keeper, a bolt adaptable to 
move in and out of said 
keeper, said mechanism in- 
cluding a pawl to maintain 
said bolt out of said keeper, 
a spring for moving said 
bolt into locked position, a 
detent for engaging said 
pawl adapted to be swung 
about a fulcrum and also 
to be shifted longitudinally, 
means to swing said detent 
about its fulcrum upon closing of the door to release said 
pawl for permitting said spring to move said bolt into said 
keeper, and means to actuate said detent longitudinally upon 
the unlocking of said bolt without affecting said pawl. 

Number _ 1,212,823 
In a lock, the combi- 
nation with a keeper, 
a casing, a bolt slida- 
ble transversely of the 
longer axis of the 
casing, said bolt hav- 
ing a hook interlock- 
ing with said keeper, 
the body portion of 
the bolt being sub- 
stantially of the same 
width as that of the 

casing, a guide flange 
on one side of said 
bolt, a guide flange carried by the casing and arranged to 
co-operate with the guide flange on the bolt, said bolt hav- 
ing a flat shank provided with a guide flange, a second guide 
rt carried by said casing and arranged to be engaged by 
the last named guide flange on the shank, a pivoted catch 
carried on one side of said shank between the latter and the 
casing, a stop pin carried by the shank on the same side 
thereof, a spring for placing said catch under tension, one 
end of the spring bearing against said stop pin, lugs carried 
by said casing and arranged to be engaged by said catch for 
holding the bolt in its shifted positions, and means for 
releasing the catch from the lugs and for simultaneously 
forcing the bolt in a direction parallel to the guide flange. 
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HEAVY HARDWARE JOBBERS MEET IN 
CHICAGO. 














1,212,560 








The National Association of Heavy Hardware Job- 
bers held a meeting in Chicago during the week of 
January 22nd, with the largest attendance on record. 
One of the features in the entertainment program 
was a banquet at which about 250 were present. 
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BUYER OF HARDWARE FOR WEST AFRICA 
IN NEW YORK CITY. 


According to information furnished by Norman L. 
Anderson, Commercial Agent in Charge of the Chi- 
cago District Office of the Bureau of Foreign and 
Domestic Commerce, Mr. Francis Trevoux, France, 
is in New York City for the purpose of making pur- 
chases for export to the West African Coast. A per- 
manent trade may be expected. He is particularly in- 
terested in the following lines: hardware, galvanized 
roofing sheets, enameled ware, cheap glassware, 
blankets, flour, cottonseed oil, cheap perfumes, soaps 
in bars of 2 to 5 kilos, preserves, hand trucks and 
camp furniture. Catalogs and price lists are to be 
sent to him at 141 East 26th Street, New York City. 
He gives as a reference the National City Bank of 
New York. 





PATENTS SPIRIT LEVEL. 


Christian Bodmer and Albert W. Ritter, New 
Britain, Connecticut, assignors to The Stanley Rule 
and Level Company, New Britain, Connecticut, have 
secured United States patent rights, under number 
1,212,735, for a spirit level described herewith: 


1,212,735. , A spirit level comprising a level 


G53 sa \4 stock counterbored from opposite 


” sides to thereby leave a supporting 
Fvert’////4 web in the bore thus provided, said 
web being recessed at opposite points 
to separate said web into oppositely 
disposed supporting shelves, an an- 
nular tube holder having a flange 
resting on said oppositely disposed 
supporting shelves and bosses received in the recesses be- 
tween said shelves, a spirit tube mounted in said bosses in 
the annular support, the supporting flange of said tube holder 
being disposed intermediate the ends of the annular portion 
of said holder, securing means extended through the sup- 
porting flange into the shelves having head portions disposed 
below the plane of the adjacent end of the annular member 
and cover plates engaging the énds of said annular portion of 
the tube holder. 
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CLEVELAND RETAIL HARDWARE 
ASSOCIATION ELECTS OFFICERS. 


At the recent Annual Meeting of the Cleveland Re- 
tail Hardware Association, officers for the ensuing 
year were elected as follows: 

President, Frank M. lotter. 

First Vice-president, J. C. Murphy. 

Second Vice-president, I*. A. Selzer. 

Secretary, P. - Sjciaaps 

Treasurer, W. Schaefer. 

Directors, A. : ima R. W. Paterson, E. N. 
Heiser, George Wehrle, W. L. Bullard, O. Wilke, and 
It. Fischer. 

The coming State Convention at Dayton was dis- 
cussed, and a move started to secure the attendance 
of a large delegation of Cleveland members. Other 
topics taken up during the meeting were the proposed 
changes in the Ohio Workmen’s Compensation Law, 


mutual insurance, condition of the hardware market 
and prices, and the campaign against trading ee 
and coupons which is being conducted in Ohio by hard 

ware and other associations. The new officers wil! b 

installed at the regular meeting in February. 
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Discount for Cash or Interest on Accounts 
: in Retail Hardware Stores 


By Wi.uram T. Gormtey of the Bullard and Gormley Company, Chicago, Illinois. 








I am in receipt of a copy of an announcement sent 
out shortly after New Year's by a Minnesota retail 
_— hardware dealer to the 





people in his community. 
Together with this copy 
the text of which I shall 
give in the following, there 
was a letter from another 
hardware dealer, asking me 
to comment on the proposi- 
tion made by the first deal- 
er for the benefit of the 
trade in general. 

Willlam T. Gormley. Here is the announce- 


ment: 
Dear Friend: 

First of all we wish to thank you for the friendship and 
patronage you have shown us, since our coming to Park 
Rapids. 

It is our aim to make our store, your store during the 
coming year. Our methods are different than others. There- 
fore we wish to ovtline the same to you. 

We ask you @0 co-operate with us, or in other words to 
join in partnership with us, under the following conditions. 
This is absolutely necessary at this time, when merchan- 
dising is in such a critical condition as at the present time. 

Our PLan—We will furnish the capital and our long ex- 
perience in the hardware business, against your PATRONAGE. 
We will sell all items in our lines at a fair living profit. 
Every Business Man, figures all overhead expense, (such 
as freight, taxes, salary, rents, insurance, etc.) and a net 
profit of about ten (10) per cent in addition. 

Now you as a partner—we will pay you as a dividend for 
your patronage: A discount of five (5) percent on all your 
cash purchases during 1917, amounting to one dollar or more 
(excepting items on special sale, ammunition, rope, nails, or 
building paper). And an additional dividend from time to 
time, by our SpeciAL SALE MErHop. 

Now you as a partner—we invite you to use our long ex- 
worth of merchandise every month during 1917, and make 
a 5 per cent net profit, which would mean $150.00 per month 
profit to us and a like amount in dividends to cash buying 
patrons. Furthermore it means, we can buy for cash, (the 
cash discount will pay the interest on capital invested). 

Now you as a partner—we invite you to use our long ex- 
perience in solving your problems, which will be furnished 
free of charge. 

Or if in need of some thing, usually not carried in stock, 
we will gladly get the same for you, at best possible price 
obtainable plus a small per cent of profit. 

It is our further aim to deliver “Service and Quality,” 
and at any time you have an occasion for complaint, come 
in and talk it over. There is some way to adjust the matter. 

We put this proposition up to you, and know you will 
like it, after you give it a trial. Why not try it? It will 
benefit us both. 

Yours for Business, 
PARK RApIpS HARDWARE CoMPANY. 

Park Rapids, Minnesota, January 4, 1917. 

It will be noted that the Park Rapids Hardware 
Company proposes to give to its customers a discount 
of five percent on all purchases over $1.00 except on 


special sale offers, ammunition, rope, nails and build- 
ing paper. 

Five percent on sales is a large percentage to write 
off even if you can get the cash at once, but in some 
instances I can conceive of such a proposition being 
profitable at that, notably where the dealer has been 
accustomed to let his accounts run indefinitely without 
settlement, and if the rules are adhered to strictly it 


may be good policy, but as a general thing five percent 
would look too big to me. 

There is this, however, to consider in this connec- 
tion, that the man who requests credit for a term 
longer than thirty days, should pay something extra 
for the privilege, provided, of course, that he is en- 
titled to credit at all, and rather than giving an extra 
discount for cash on the present low profit basis 
which is the rule in most retail hardware stores, I 
should charge the credit customer an extra five per- 
cent, to be added to his account if it runs over thirty 
days without settlement. 

In the long run, I believe “.e latter rule will have 
just as much effect, so far as inducing quick payment 
of accounts is concerned, and the gross profit will 
not be unduly diminished. 

Under present-day conditions, it is necessary for 
retail hardware dealers to operate their businesses on 
a much closer basis than even twenty years ago. Com- 
petition is keener, gross profits are smaller, expenses 
larger, and only after the most careful consideration 
of all points should a dealer make any decision which 
will result in still further reducing his net profits. 

A penalty for ‘slow pay,” is in my opinion a better 
method to enforce quick setthement than a cash dis- 
count that is as large as five percent, and it is abso- 
lutely fair to everybody concerned. 

The important point, however, whether the dis- 
count or the penalty plan is adopted, is that in either 
case the rule should be followed implicitly—without 
any exception, for the moment one exception is made, 
there will be others, and then you might just as welk 
not have the rule. 


Jt} 


Chicago, January 22, I917. 
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FIREARM PATENTED. 


Thomas C, Johnson, New Haven, Connecticut, as- 
signor to the Winchester Repeating Arms Company, 
New Haven, Connecticut, has been granted United 
States patent rights, under number 1,212,773, for a 
firearm described herewith: 


In a firearm, the com- 
bination with a breech 
bolt adapted to be ro- 
tated for locking and 
unlocking it, and pro- 
vided with a forward- 
ly projecting cartridge 
retaining abutment, of a gun barrel formed with a segment 
clearance recess for the reception and rotary movement of 
the said abutment, the said recess being separated from the 
rear portion of the cartridge chamber in the gun barrel by 
a cartridge-supporting wall, and a cartridge-extractor co-act- 
ing with the said abutment in the extraction of the spent 
cartridges. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY OF HUNTING SUPPLIES 
HAVING TWO DISTINCT SETTINGS. 


Two separate and distinct settings are utilized in the 
attractive window display of guns and ammunition 
which is shown in the accompanying illustration. This 
was arranged by Charles Byford for the Bond Hard- 
ware Company, Guelph, Ontario, Canada, and received 
Honorable Mention in AMERICAN ARTISAN and HArb- 
WARE REcoRD Window Display Competition. 

In preparing this window display, the idea was to 
emphasize to the huntsman the fact that the hunting 
season was at hand, and second, to bring home the 
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dow display of guns and ammunition. Here were 
shown various types of hunting rifles and shotguns, 
together with boxes of shells and cartridges. In the 
center a tall pyramid of cartons was set up and against 
this rested several guns while others were suspended 
from the ceiling so as to be easily inspected. The 
foreground showed a clever piece of work in the 
shape of small cartridge boxes which were arranged 
to spell out the name of the brand featured. 
Throughout this portion of the display a liberal 
amount of price cards and advertising cards were 
used, which combined with the attractive posters 
pasted on both sections of the window glass to make a 





— 
i DOMINION 
{| SHOT SHELLS 

(| FIELO==TRAP 





> 
peeMinion BRITISH SH 
{4 Peemomnenasce, 


{POPULAR BIG GAME CARRIO 


ij KA J : oF. - y. 
etd Eis ees 
x) = 


Window Display of Guns and Ammunition Awarded Honorable Menticn in AMERICAN ARTISAN and HARDWARE RECORD 
Window Display Competition. Arranged by Charles Byford for the Bond Hardware Company, Guelph, Ontario, Canada. 


knowledge that the necessary equipment for the hunt- 
ing trip could be obtained at this store. [or this 
purpose a double setting was utilized—first, a hunting 
camp in the forest ; and second, a neat display of guns 
and ammunition effectively supplemented by picture 
cards and advertising posters. 

The woodland scene at the left was prepared by 
first backing the window with a profusion of small 
trees and branches while the floor was thickly strewn 
with leaves and twigs. 

Next a tent was set up in the center and in front 
of this a hunter was seated loading his gun. At his 
left stood a box with various camping utensils, and 
near the other side of the tent a small camp fire was 
arranged with a pot suspended from a tripod above 
it. Stuffed owls, ducks, squirrels, hawks and wildcats 
were set up in various places and helped to complete 
the realistic setting. 

A neat arrangement of shell cartons served to sep- 
arate the hunting scene from the right half of the 
window which was in itself a very commendable win- 


strong appeal to every passer-by. The owners state 
that this novel idea proved highly resultful and _al- 
though a great amount of effort and perseverance was 
required to bring out the finished window display, they 
found that it was fully appreciated by the public and 
consequently proved a profitable investment. 

LAST CALL FOR AMERICAN ARTISAN AND 

HARDWARE RECORD WINDOW DISPLAY 
COMPETITION. 


Only a few days remain until the close of 
AMERICAN ARTISAN AND [IARDWARE Recorp Window 
Display Competition on [ebruary — Ist days in 
which much can be accomplished by the active hard 
ware window trimmer who is desirous of entering 
his window displays for a chance to secure a share of 
the $100.00 in cash prizes. 

Remember that any display that you may have in 


the window at present, or any other that you have 


photographs of, no matter of what line of hardware 
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or related items, is a real, live possibility. It matters 
not whether the window display in question is of sea- 
sonable items or whether it is cheaply constructed— 
just so long as it shows evidence of careful work and 
is well described, your entry will receive careful con- 
sideration and will be judged solely upon merit, giving 
you all the opportunity you deserve of winning one 
of the four cash prizes amounting to $100.00 or else 
gaining an Honorable Mention. 

So again we say, even though this is winter, “Don’t 
let any grass grow under your feet.” Resolve not to 
be numbered among those whose lack of initiative has 
prevented them from sharing in the benefits of this 
Competition. A few days remain, but as we said be- 
fore, in those days you can make a strong bid for the 
prizes. Your window displays may be of any line of 
hardware or related articles, such as general hard- 
ware, tools of all sorts, cutlery, house furnishings, 
kitchen utensils, plated ware, enameled ware, glass- 
ware, electrical supplies, automobile accessories, 
sporting goods, hunting equipment, builders’ hard- 
ware, skates, sleds, ice shovels, stoves, ranges, warm 
air heaters, sheet metal, etc. 

Details of the award of prizes and conditions of the 
Competition are given herewith: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. ; 

Fourth prize, $10.00 in cash, for the photograph and 


_scription fourth in excellence. 
Conditions of Competition. 


The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than February 1, 
1917. Address all photographs and descriptions to 
AMERICAN ARTISAN AND HARDWARE ReEcorp Window 
Display Competition, gio South Michigan Avenue, 
Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 
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DEALER HELPS ENABLE RETAILER TO 
BENEFIT FROM MANUFACTURERS’ 
ADVERTISING TO CONSUMER. 


For the benefit of retail hardware dealers handling 
any of the Pennsylvania Quality Lawn Mowers, the 
manufacturers have prepared a series of attractive 
dealer helps, which, they state, will enable such deal- 
ers to reap the greatest benefit possible from the Com- 
pany’s consistent advertising in leading general maga- 
zines. These lawn mowers are being even more ex- 
tensively advertised this year than ever before, and 
thousands of prospects are being reached through 
large spaces in many of the best known national maga- 
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Display Card of Pennsyivania Lawn Mowers. 


zines. Everything necessary to localize this publicity 
will be furnished by the Company upon request, 
among which may be mentioned the large display 
card, 18% by 25% inches, illustrated herewith, this 
being lithographed in colors and suitable for either 
interior or window displays. Other helps are a set 
or three car or window cards, supplied with the deal- 
er’s name; a series of newspaper advertisement elec- 
tros; a 16-page booklet, “How to care for the lawn”; 
and counter slips featuring the different mowers. 
Full details about these can be obtained from the 
Pennsylvania Lawn Mower Company, Philadelphia. 

ST. LOUIS HARDWARE RETAILERS ASK FOR 

ORDINANCE TO COMPEL CLOSING 
OF STORES ON SUNDAY. 


James H. Roberts recently presented on behalf of 
200 retail hardware dealers of St. Louis a petition to 
the Board of Aldermen asking for an ordinance re- 
quiring the closing of hardware stores on Sunday. In 
the petition it was stated that the signers, 200 in num- 
ber, composed go percent of the dealers in St. Louis 
and did 95 percent of the business. 


One of the objectors to the proposed ordinance said 
that it would interfere with his personal liberty by 
compelling him to close when he was willing to work. 
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Pacific Northwest Retail Hardware Dealers 


in Convention at Spokane 








The Twelfth Annual Convention of the Pacific 
Coast Hardware and Implement Dealers’ Association 
was held at Hotel Davenport in Spokane, Washington, 
January 17, 18 and 19 with a good attendance and 
much interest was shown by the delegates and visi- 
tors in the carefully arranged and well worked out 


program. 
Wednesday Morning. 


President A. L. Callow of Elma called the Conven- 
tion to order at ten-thirty. After the singing of 
“America,” and the Invocation by Reverend C. D. 
Rarey, Mayor C. A. Flemming delivered the address 
of welcome. He qualified as being entitled to be 
present for the reason that as Mayor he had knives 
slipped to him, had to be on to the ropes to get elected 
to office, and was accused of building up a machine 
after getting into office. This was responded to by 
President Callow. George A. Brady, manager of I’. 
O. Berg Company, rendered two pleasing vocal solos. 

The President announced the appointment of the 
following committees: 

Finance and Auditing—John Smith, Chairman, 
Walla Walla; T. H. Herman, Genesee, Idaho; W. F. 
Schluenz, Waterville. 

Resolutions—H. D. McMillen, Chairman, [¢phrata ; 
George L. Bates, Mt. Vernon; R. S. Erb, Lewiston, 
Idaho; A. C. Smith, Endicott; S. C. Scott, Burlington. 

Legislative for Washington—l. A. Phillips, Chair- 
man, Anacortes; W. A. Bell, North Yakima; J. W. 
Baker, Aberdeen. 

Legislative for Idaho—R. L. Spiker, Chairman, 
Lewiston; J. N. Nankervis. 

Membership—John Raymer, Chairman, Reardan ; 
C. L. Butterfield, Moscow, Idaho; S. C. Scott, Bur- 
lington; A. Z. Wells, Wenatchee; W. F. Doelle, Cash- 
mere. 

Trade Relations, West of Cascades—N. E. Giles, 
3remerton; F’. A. Ernst, Seattle; S. Cavanaugh, Au- 
burn. 

Trade Relations, East of Cascades—John Raymer, 
Reardan; H. L. Thomason, Sandpoint, Idaho; C. Ic. 


Robertson, Spokane. 
Wednesday Afternoon. 


The Convention was called to order at two o'clock. 
On motion, reading of the minutes of previous conven 
tion was dispensed with. 


President Callow in his annual address, after stating that 
he was glad to see so many in attendance, suggested that 
better attendance would bring better results to all dealers by 
getting new ideas during the sessions of the convention; that 
cooperation among merchants in towns and communities 
would go 2 long way toward helping to meet mail order com- 
petition; he suggested that the Association re-affirm its stand 
against premiums, coupons, etc.; commended the plans and 
efforts by trade and press associations along the line of com- 
munity development; advised the endorsement of the one cent 
local letter law now before Congress; advised re-affirmation 
of the Stephens-Ashurst Bill and the State Collection Agency 
Bill introduced at the present session of the State Legisla- 
ture; recommended that the membership committee present 
some plan for the increasing of the west side membership. 


In conclusion he suggested that the attitude of the member- 
ship for the coming year should be the idea that the home 
trade belongs to the home town, and called attention to the 
two antagonistic systems of merchandising contending for 
supremacy in America today and suggested ‘that this Associa- 
tion should fight and fight hard for the upbuilding of the 
system that it believes to be the best. 
Community Development. 

Phe next feature was an address on Community De- 
velopment by Dale Strong, who said in part: 

Community development stands for anything and every- 
thing in the way of practical plans and methods that will aid 
in the upbuilding and development of country towns and rurai 
communities—in making these small towns and rural sections 
more desirable places in which to live and trade—and in coun- 
teracting the influences that are tending to congest trade and 
population in the larger cities, with all its attendant social 
and economic evils. If we can gradually educate country peo- 
ple out of their discontent, change apathy into interest, sus- 
picion into co-operation, and gradually make country towns 
more desirable places in which to live, then increasing well 
being and prosperity will follow and most of your specific 
country problems will largely solve themselves. The only way 
to accomplish this is a plan of continuous, wholesome, edu- 
cational publicity. 

The speaker enumerated a number of suggested com- 
munity activities and said that the most important medium 
for conducting a community development campaign is the 
local newspapers. In concluding he suggested that all the 
interested organizations should each appoint a committee, 
these to get together and organize themselves into a com- 
munity development league and create a publicity bureau to 
conduct the work. Three associations have already appointed 
such committees—The Hardware Association and the Wash- 
ington State Press Association and the Washington Retail 
Grocers’ and Merchants’ Association. 

A Better Day’s Profits. 

This subject was to have been handled by Edmund 
A. Walton, Advertising Manager of the Burroughs 
Adding Machine Mr. Walton 
was taken sick with pneumonia after arriving in the 
city and W. 


Manager of the same firm, appeared in his place. 


Company of Detroit. 
Hart of San Ifrancisco, Pacific Coast 


Mr. Hart explained the various methods of figuring 
profit percentages and emphasized the point that the first es- 
sential now-a-days is to know what your mark up expense 
and profit are. The most expensive thing you can do is to 
guess, and the most costly thing you handle in your store is 
time; speeding up the time increases the real profit although 
the margin is much smaller. We can afford to operate on a 
smaller markup where we turn the goods more often. Should 
we not also charge up a smaller percentage of expense on 
goods turned more often? 

Perpetual Inventory Recommended. 
He recommended an approximate perpetual inventory as 


a wonderful guide to buying and also because it may be 
made to show what each department and even each item of 
stock is doing The result is better turnovers and_ bette: 
profits. He also referred to the excellent work ot the led 
eral Trade Commission in devising an adaptable tem of 
accounting for retail merchants. Jn concluding, he suggested 
that merchants should talk over their business, financial and 
accounting problet vith their bankers. Bankers are realiz 
ing more than ever their concern 1n the busine man’s wel 
fare. Your banker if he hast the information you want, 
will get it for you and advise you wisely. Bankers appreciate 
that the make business conditions worse if they accept the 
denosits of the efficiept merchant and then turn about and 
lend that money to the inefficient—perhaps to your worst 
competitor. 

In the general ission that followed Mr. Hart re 
ommended the PBusit tems for Retail Merchants, pre 
pared by the Retail Service Department ol the Associated 
Advertising Club of the World, lianapolis. Secretary Luca 

tated that the hook Bette Day’ Profit is issued | | 
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just what each department or important item of stock is 
doing. 

There was also a short discussion of the Community 
Development proposition and it seemed to be the 
unanimous sense of the meeting that such a cam- 
paign is desirable and should have the support of the 
Association. 

Wednesday Evening. 

This was an executive session and was devoted 
largely to the consideration of a proposition presented 
by J. F. Welborn, President of Whiton Hardware 
Company, Seattle. Mr. Welborn commented on the 
price situation, the unsettled and advancing market, 
and the fact that the retailer is very often not ad- 
vancing prices in proportion with his advanced costs. 
I1e exhibited and explained the ioose leaf book con- 
taining current wholesale prices and suggested retail 
selling prices, with frequent change sheets, prepared 
by the Seattle Retail Hardware Dealers’ Club. 

Practically all present participated in the discussion 
and the consensus of opinion was that, while it might 
not be practical in the implement trade owing to wide 
differences in specifications, freight rates, etc., it ap- 
peared entirely practical in the hardware line and very 
desirable as a means of informing the dealers on pres- 
ent market conditions and indicating what fair selling 
prices should be. It was also suggested that if such a 
book could be prepared by the Association it would 
probably be very effective in increasing membership. 

Thursday Morning. 

The Thursday morning session opened with a short 
talk from W. I. Becker, representing the Karm Imple- 
ment News, of Chicago, on the twine situation and the 
so-called “Sisal Fibre Trust.’ He urged the Associa- 
tion to pass a resolution in conformity with similar 
resolutions passed by other implement organizations 
protesting against the “high-handed methods” of that 
organization and urging government action to restrain 
them. On motion, the matter was referred to the 
Resolution Committee. 

The feature of this session was to have been an 
address by T°. E. Goodwin of St. Louis on the “Re- 
tailer’s Share of A Dollar.’ Mr. Goodwin was not 
able to be present, but his written address mailed to 
the Secretary was read before the convention by Dale 
Strong. 


The basis of Mr. Goodwin's talk was that the average 
expense of doing business being 18 percent and the average 
net profit being 5 percent, and the average amount of freight 
1 percent, this means that of each dollar taken in by the re- 
tailer he pays seventy-six cents to the jobber or manufacturer 
for the goods, one cent for transportation, eighteen cents for 
expenses of the business, leaving for himself a net or actual 
profit of only five cents; he urged that this five cents, while a 
modest part, was sufficient if the merchant always insisted on 
really getting it; that the merchant is entitled to it and needs 
it and must have it. 

Following Mr. Goodwin’s paper there was an interesting 
discussion of the cost of doing business in the hardware and 
implement trade, and finally it was decided to have each 
member present write down on a piece of paper his actual 
cost of doing business; these were collected and the result 
of the tabulation showed a general average, not including 
the votes below 16 or above 20 percent, of 18.52 petcent. 

In a short talk Mr. Wells emphasized the importance of 
a mefchant understanding his real cost of doing business and 
also studying not only his inventory and the figures of his 
business, but also his trade prospects for the following year; 
and that merchants should talk over their problems with their 
clerks, who in many if not most cases, he said, have just as 
good ideas as the merchant himself. 


The Nominating Committee reported, offering the 
names of O. E. McCutcheon, Deer Park; W. A. 


Walker, Waukon; S. C. Scott, Burlington; W. F. 
Doelle, Cashmere; John Smith, Walla Walla; and J. 
N. Nankervis, Moscow, Idaho. Motion was carried 
that the report be accepted, and the Secretary cast the 
ballot for these nominees as Trustees. 

Insurance Session. 

The Thursday afternoon session was largely de- 
voted to the annual meeting of the Washington Hard- 
ware & Implement Underwriters, President John 
Raymer, of Reardan, presiding. After a couple of 
vocal solos by E. J. Blount, City Salesman for Holley- 
Mason Hardware Company, Secretary Lucas an- 
nounced that melon cutting, number eleven, would 
consist of a dividend of 35 percent on all 1917 ex- 
pirations; he also announced that according to the 
changes made in the plan of operation at the last con- 
vention the directors had declared what might also be 
considered an additional 50 percent dividend, this be- 
ing the surplus accumulated since organizing, which 
‘individual surplus” account. 


‘ 


is now transferred to 

President Raymer in a short address thanked the 
members for the honor conferred on him for many 
successive years in the presidency of the organization 
and urged the members to work for both increased 
membership and fire prevention and thus they could 
make a record even better than 35 percent. 

The Financial report of the Secretary-Treasurer 
showed: Insurance in force December 31, 1916, of 
$2,709,590. The income amount showed a balance 
December 31, 1915, of $29,484; premiums received 
during the year less re-insurance of $25,775; other in- 
come, $1,695.00; making a total of $56,954. Disburse- 
ments showed: fire losses paid, less re-insurance, of 
$6,280; dividends on 1916 expirations $18,278; ex- 
penses and depreciation $8,080; balance $36,528 ; mak- 
ing a total of $56,954. The Company’s cash and ad- 
mitted assets total $49,445, with a reserve and sur- 
plus fund amounting to $36,528 and losses in process 
of adjustment: amounting to only $7.50. Fire losses 
during the year 1916 amounted to $6,280. 

Motion carried that the reports of the Secretary- 
Treasurer and Finance Committee be accepted and 
placed on file. ' 

Fire Prevention. 

The feature of the session was an instructive ad- 
dress on “Fire Prevention and Fire Protection, Public 
and Private” by H. W. Bringhurst of Seattle. 


The speaker called attention to the fact that in spite of 
some progress being made along prevention lines our “Na- 
tional Ash Heap now averages about $225,000,000 per vear, 
or an average of $2.25 for every man, woman and child. This 
is a very much higher ratio than prevails in Europe where 
they have better (or more effective) prevention laws and 
better constructed buildings. It is the duty of every member 
of an organization like this to study and practice the princi- 
ples of fire prevention. Every property owner should ask 
himself two questions: (1) Where would my fire be likely to 
start?; (2) Where would it be likely to spread? Mr. Bring- 
hurst also gave a number of practical suggestions along fire 
prevention lines, and the handling of gasoline. He referred 
especially to basements; there is where eighty percent of the 
danger lies. He stated that as a rule small town fire depart- 
ments are shamefully neglected. These are very essential in 
every town and the business man should take a personal 
interest in getting good chiefs and giving them support and 
encouragement. 

In the discussion that followed it was brought out that the 
care of fire hose is a very important matter. With regard to 
fire extinguishers it was pointed out that these should be re- 
filled at least once per year and in buying extinguishers a 
merchant should look for the underwriter’s labels. It was 
also explained that whitewash made according to government 
formula is a very fine fire retardant. 
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John Smith reported for the nominating committee 
the names of H. D. McMillan, Ephrata; R. L. Sp‘ker, 
Lewiston, Idaho; and J. H. Hamilton, Dayton, as 
Trustees. Motion prevailed that the report be ac- 
cepted, and the Secretary cast the ballot for these 
nominees. 

Under the head of “Unfinished Business,” Secretary 
Lucas read a copy of the proposed revision and sim- 
plification of the Articles of Incorporation and By- 
laws of the Association. Motion was carried that the 
Articles and By-laws be amended as read. 


The Nominating Committee reported the following 
names to constitute the Finance Committee: FE. H. 
O’Daniel, Spokane; A. Z. Wells, Wenatchee; Frank 
McCann, Coulee City. Motion was carried that the 
report be accepted, and the Secretary cast the ballot 
for these nominees. 

Secretary Lucas answered a number of questions 
pertaining to insurance risks, rates, etc., and upon 
request also explained the difference between the 
former cash premium class mutual basis of doing busi- 
ness and the present inter-insurance exchange basis. 

Thursday Evening. 

This was an executive session, with A. Z. Wells pre- 
siding, and most of the evening was spent in discussing 
the practices of jobbers selling consumers, their own 
employes, camps, and various semi-consumers at 
wholesale or less than retail prices. A number of 
instances were cited both on the East and West side 
with regard to certain activities; it was agreed that, 
under existing conditions, little could be done, but it 
was believed that certain other practices could be cor- 
rected by the right kind of action, and it was finally 
agreed that any dealer coming into contact with such 
cases should take the matter up with the jobber by 
letter, keeping the Secretary advised and furnishing 
him with all possible data and copies of correspond- 
ence. Then if the matter could not be properly ad- 
justed the Trade Relations’ Committee should take 
such action as seemed best. 

Friday Morning. 

The feature of this session was an able address en- 
titled ‘Dealers Prosperity” by Robert H. Lord, Man- 
ager of John Deere Plow Company, Portland, Oregon, 
and special representative of the National Implement 

- 
& Vehicle Association. 

Mr. Lord referred to the importance of the farming in- 
dustry and characterized it as being most certainly a science 
and said that the dealer must have a thorough understand- 
ing of the problems of farm production in order to counsel 
his customers wisely; he must have a good knowledge of all 
the implements he has for sale in order to convince the cus- 
tomer of the value of his service. If you want to make more 
money put your business more nearly on a cash basis; take 
notes on all credit sales. Now seems to be an especially 
appropriate time to educate your trade away from the unfor- 
tunate custom of long-time terms. Take your cash discounts ; 
these mean interest on the money involved ranging from 
twelve to thirty per cent per annum. Good notes taken for 
the sale of farm implements when endorsed by you can be dis- 
counted at any member bank of the Federal Reserve Bank 
System, of which all national banks are members and other 
banks may be. Good accounting methods and proper knowl- 
edge of costs is the best means of stopping ruinous price 
cutting. Mr. Lord cited many instances of the great in- 
creases in price of steel ingredients and products during the 
last eighteen months; he said the raw material situation, to- 
gether with the labor situation, was without precedent in the 
history of the world and that it is certainly a poor time for 
anv dealer to underbuy. He presented a comparison of the 


prices of leading farm products this year with the prices a 
year cr two ago, demonstrating that farm products have ad- 
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vanced far beyond the advances on implements and that the 


farmer can better afford to pay present prices than he could 
the prices before the war. In proportion to your knowledge 
of your business and your service to your customers will your 
business prosper. ; 

Motion by John Smith carried that the Secretary 
have this address printed and sent to each dealer in the 
Northwest. 

The Question Box was again taken up, with Mr. 
Becker in charge. 

Friday Afternoon. 

President Callow made a brief report on the last 
National Convention which he attended. He referred 
especially to the Price & Service Bureau's plans for 
furnishing members with better advertising copy and 
suggestions; also that the National organization has 
under consideration the employment of a Field Secre- 
tary or National Organizer to help the work of the 
State and District Association, and that it might be 
advisable to ask for the services of such an organizer 
in the Pacific Northwest. He also recommended a 
National’s Committee of One Hundred, this to con- 
sist of the President and Secretary an“ one other 
member of each affiliated Association, to pass and 
decide on all matters of policy and legislation between 
sessions. 

The new officers and members of Executive Com- 
mittee follow: 

President, J. N. Nankervis, Moscow, Idaho. 

l‘irst Vice-president, C. E. Robertson, Bremerton. 

Second Vice-president, O. I. McCutcheon, Deer 
Park. 

IX. Ik. Lucas is retained as Secretary and Treasurer. 

The Trustees also elected the following [Executive 
Committee: J. I. Nankervis, F. FE. Kunz, EE. H. 
©’Daniel, O. FE. McCutcheon, and W. L. Walker. 

At the meeting of the Insurance Board of Trustees, 
President Raymer, Vice-president Butterfield and 
Secretary I.ucas were all re-elected. 

Resolutions Adopted. 

The report of the Committee on Resolutions was 

presented by IH. D. McMillan and adopted as follows: 


(1) Promising co-operation with the National Associa- 
tion of Manufacturers in educating the public by posting in 
our places of business placards and posters and copies of their 
paper “Industrial Conservation,” that will help mould public 
opinion in our towns to a saner view of business. 

(2) Endorsing the Stephens-Ashurst Bill, and calling 
on United States Senators and Representatives from these 
States to favor this measure. 

(3) Recommending the passage of a bill fixing the rate 
of postage on all first-class matter at one cent per ounce. 

(4) Urging members to write their State Legislators 
urging their support of the bill for the bonding of Collection 
Agencies. 

(5) Requesting jobbers and their salesmen to urge their 
customers to become members of this Association 

(6) Commending the various trade papers for their 
services to the Association. 

(7) Thanking President Callow, Secretary Lucas, and 
his assistants and the Directors for efficient and valuable 
services, also thanking the visitors and speakers for their 
presence, and especially J. W. Welborn of Seattle; W. EF. 
Wilson of Portland, and Dale Strong of Spokane, and ex- 
pressing appreciation to the jobbers and manufacturers and 
the management of the Davenport Hotel for courtesies 
shown. 

(8) Endorsing the Dent Bill now before Congress to 
amend the National Bankruptcy law, exempting from its 
operation any debt contracted for the necessaries of life with- 
in six months prior to institution of bankruptcy proceedings. 


\lotion was carried that the semi-annual meeting be 


held in Seattle next July, the dates to be specified by 


the Seattle Hardware Club. 
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The Annual Convention of the Missouri Retail 
Hardware Association was held in the Coliseum, St. 
Louis, January 23, 24, 25 and 26 and as usual was 
well attended. 

At the opening session which was called to order 
Tuesday, 2 P. M., Mayor Kiel delivering one of his 
typical addresses of welcome in which he told of the 
great increase in business, tonnage haul and bank 
clearings of the metropolis of Missouri. 

President F. C. Thorpe, Versailles, responded in 
his usual felicitous manner and then introduced the 
National President, Charles T. Woodward, Carlin- 
ville, Illinois, who spoke of the plans that are being 
made for the Annual Convention of the National Re- 
tail Hardware Association which is to be held June 
12, 13 and 14 at St. Louis. This was followed by the 


Annual Address of President Thorpe, as follows: 
Annual Address of President F. C. Thorpe. 

As an Association we have reached the twentieth mile 
post, on our journey toward the goal of perfection in the 
hardware game. That the hardware business has been raised 
to a higher and better plane, and that many of the obstacles 
in the dealer’s path have been removed by Association work, 
there is no gainsaving. 

Notwithstanding all that we have accomplished, there 
yet remain many things to try the average hardware dealer's 
patience and endurance. Since our last annual meeting we 
have had conditions to contend with different from any that 
most of us have experienced, except perhaps’ some of our 
very oldest members. 

We are today paying to the jobbers and manufacturers 
more for our merchandise than our very best price getters 
were retailing hardware for two years ago. 

Advancing values on our merchandise, and the difficulty 
of getting the customer to pay us part if not all of them, is 
not the only trouble that we Missouri dealers have had 
to contend with. The drought, and resultant short crops 
in most parts of our state, and floods in some others, 
have worked against the rural dealer. Strikes and lockouts 
have occurred in the cities and mining regions; all of these 
have served to curtail our volume of trade and hold back 
our collections. 

Yet, with all of our trials and vexations, we have reason 
to be thankful for many things, and while, as I stated before, 
our volume of business has been reduced, if we have had the 
courage and good judgment to raise our prices to our cus- 
tomers, as they have been to us, the majority of Missouri 
hardware men have had a prosperous year. 

In Memoriam. 

Looking again into your faces, I see many new ones, and 
but few missing that were in attendance at our last year’s 
session. The messenger of death has visited our ranks and 
claimed some of our very best members, and I would fall 
short of my duty if I did not here mention the loss of our 
former President and member of our Executive Committee, 
Mr. W. T. Shoop of Richmond. He was one of the most 
earnest workers in our Association, and through his efforts 
much was accomplished for the membership. His loss is 
personal to each and every one of us. 

William Sodeman, of Concordia, was one whose genial 
face was always present in every session, and who always 
had something good to give us at each yearly meeting, and 
we all will feel keenly his absence. 

Must Be Constantly on Watch. 

The past months have been trying ones, and have kept 
us constantly on the watch to avoid the rocks and shoals and 
steer our business craft with success, and I candidly believe 
that the future is going to be still more difficult. 

Every dealer should make it his duty to so inform him- 
self as to the true conditions, and thereby to fortify his 
business affairs, that he may be able to withstand the hard 
bumps and jolts in the business road that he has to travel. 

Not that I am a pessimist, but since the beginning of 
1915 we have had an advancing market, and the opportunities 


that this has offered have been greatly to our advantage, if 
we have made proper use of them. 

That these conditions will continue indefinitely, none of 
us believe, and just how long will depend in a measure on 
what our warring friends across the water shall do. When 
they cease their strife and become producers instead of de- 
stroyers, merchandise values, like water, will seek their true 
level. 

Study of Trade Journals Necessary, Especially Now. 

Those dealers who are members of our hardware asso- 
ciations and take an active part, attend the conventions, read 
the National Bulletin and other good hardware journals, 
make good use of our Price and Service Bureau, will be the 
ones who will weather the storm of shrinking values, main- 
tain their credit and business standing. 

One of the greatest pleasures I could have would be to 
see every dealer in our grand old state a member of our 
Association, and be present at our Annual Conventions. To 
this end I have tried in my feeble way to get more of our 
dealers to see the light and join hands with us in our Asso- 
ciation work. My efforts have been rewarded by the addi- 
tion of many names to our membership; and to the members 
of the Association, and to my friends outside of our ranks 
who have so ably assisted me I wish to express my sincere 
thanks. 

Recommenaations. 

As your presiding officer and to the end that the mem- 
bers of the Association shall receive greater benefits the com- 
ing year, I would respectfully recommend for your earnest 
consideration the following: 

That all of our members make wider use of the Mutual 
Insurance feature of our Association work. Your savings 
will be around 50 percent and the insurance is the best you 
can buy. To show that I firmly believe this, I will state 
that every dollar of my property is insured in the Hardware 
Mutuals, and our annual savings amount to $169.00 per year. 

The Price and Service Bureau can help you on many a 
hard problem, and their help is yours for the asking. 

Next time when in doubt on some subject pertaining to 
your business write to the Price and Service Bureau, and 
see if they cannot help you to reach the right decision. 

No matter whether it is prices you want, improvement 
of your store methods, advertising and many more prob- 
lems, they can help you. There are none of us so smart 
and well posted that some one cannot “show us,” and we 
Missourians sometimes have to be “showed.” 

Our Freight Auditing Department should be made more 
use of by more of our members; in fact, it will pay each 
and every one of us to not neglect this. 

The cost is only a few cents express on your expense 
bills, and if the Auditing Department cannot collect or ad- 
just your claims your expense is all paid. If you have not 
already done so, send in your freight bills for the past five 
years and get “Easy Money” enough to pay your expenses to 
this Convention. 

I would urge that this Convention and Association take 
definite action regarding fhe exhibits of the mail order 
houses at our State Fair at Sedalia, and that they leave no 
stone unturned to stop this injustice to the home dealer, as 
many of our adjoining states have done. 

My work for the Association during the past year has 
brought before me more forcibly the fact that we need a paid 
Secretary to handle the vast amount of work that is necessary 


for the members to receive the greater benefits of our Asso- 
ciation work, and I would say here that the Association is 
getting from Secretary Becherer more than we are paying 
him for, and this is in no way a reflection on the good work 
that he is doing for us. I sincerely hope that this Conven- 
tion will take some definite action on this most important 
subject. I am so favorably impressed with this that I would 
be in favor of raising our annual dues if it cannot be accom- 
plished in any other way. 

Fellow members, your officers have tried to arrange for 
you an interesting program, and I sincerely hope that we 
have succeeded. Yet the success of this Convention to each 
individual will be in accordance to what he puts into it. En- 
thusiasm and an effort of each one of us to do his part will 
make this twentieth session our best one. Let us put our 
whole heart in the work for the next few days and see what 
we can accomplish. The Convention is yours, and I would 
ask that vou older members make it pleasant and instructive 
for the new members, so much so that they will want to come 
again next year and bring others with them. And to all of 
you I would urge that you do not forget the Exhibitors; 
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visit them, get acquainted, and place as many orders with 
them as you possibly can. In a manner, they are our guests, 
and you will find them all mighty good fellows, and they will 
appreciate your orders and have a warm spot for the Mis- 
souri Association. 


In conclusion, I hope that when adjournment comes, we 
all may go home broader and more efficient hardware men, 
and be a blessing and a credit to the community in which 
we reside. 

The reports of Secretary I*. X. Becherer and Treas- 
urer W. C. Cole were then read and approved. 

Forest C. Secrist, Chillicothe, Ohio, of the Execu- 
time Committee of the National Retail Hardware As- 
sociation led the discussion on “I¢fficiency.” 

Wednesday Forenoon Session. 

At the Wednesday forenoon session, P. J. Jacobs, 
the progressive Secretary of the Wisconsin Retail 
Hardware Association and also of the two Wisconsin 
“Hardware Mutuals,” for fire and liability insurance, 
led the “Open Forum”’ discussion on “Mutual Insur- 
ance.” 

Mr. Jacobs showed that he was well qualified for his 
position as leader. He is one of the best informed 
men on insurance matters pertaining to fire, accident 
or liability. 

In the afternoon, E. B. Moon, of the farmer's Re- 
wlew, Chicago, who with his brother built up a highly 
prosperous retail business in Indiana on the principle 
that the local dealer who keeps himself thoroughly 
posted and who is in sympathy with the people in his 
home community can compete successfully with any 
outside concern, spoke on “Community Development 
and Trade Betterment,” showing how these two were 
bound to go hand in hand. He then took charge of 
the discussion that followed on this important subject. 

Thursday Session. 

The Thursday session was called to order at 1:30 
I. M. and James W. Fisk, Manager of the Retail 
S rvice and Business System Department of the As- 
sociated Advertising Clubs of the World, was intro- 
duced and spoke on “Credits and Collections,” after 
which he led the lengthy discussion which took place 
on these important subjects. 

Friday Session. 

The closing session started at 1o A. 
Reports of the various committees were rendered, fol- 
lowed by the election of officers at which these were 
chosen to serve during the ensuing year. 

President—I*. C. Thorpe, Versailles, re-elected. 

Vice-president—William C. Cole, Bethany. 

Treasurer—G. M. Rinie, St. Louis. 

Executive Committee—Two years: J. H. Dick- 
brader, Washington, and A. Jaeger, Monroe City. 

To fill unexpired term of W. T. Shoop, Richmona, 
Mr. Kansteiner, Hannibal. 

St. Louis was chosen for the 1918 Convention. 

CONVENTIONALITIES. 

Mr. Donaldson of the St. Louis Advertising Club, 
who introduced James W. Fisk at the Thursday ses- 
sion, invited the members to come to St. Louis the 
week before the National Retail Hardware Convntion 
in order that they might also attend the meetings of 
the Associated Advertising Clubs of the World which 
to 8. 

Much regret was expressed over the critical illness 
of Vice-president T. O. Morris, Breckenridge, which 
prevented him from being present. He was always 
very active in the Convention work in former years. 


M. Friday. 





convene there June 5 
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The Mississippi Valley Implement and Vehicle 
Dealers’ Association, which also met this week at St. 
I.ouis, joined in the sessions held on Wednesday and 
showed much interest in the discussions which were 
so ably led by P. J. Jacobs and E. B. Moon. 

The Champion Stove Company, Cleveland, Ohio, 
manufacturers of gas and coal combination ranges, 
were ably represented by C. J. Stratton, H. I. Ed- 
mister and M. F. Smith. 

The booth of the Simmons Hardware Company 
was a busy place. They had free telephone service 
for visiting dealers and presented them with good 
cigars, the ladies being also remembered with flowers. 
J. A. Carroll, J. T. Riley and J. J. Higgins did the 
honors. 

The American Furnace Company had an exhibit 
their American and Thermo warm. air 
heaters. Theirs was the only display of warm air 
heaters and their booth was continuously thronged. 

C. kK. Woodburn was as usual on hand with his line 


showing 


of lanterns. 

In the exhibit of the Wheeling Corrugating Com- 
pany, J. A. Watkins, W. M. Mechlin, J. C. Henshaw, 
M. W. Walsh and William A. Sladek were kept busy 
showing their wide line of ceilings and galvanized 
ware. 

The Quick Meal Stove Company, St. Louis, showed 
their new wickless oil stoves and their enameled steel 
ranges, their exhibit being looked after by I’. H. iAs- 
troth, W. R. Clark and A. Ingemark. 

The AutoStrop Safety Razor Company, New York 
City, was very much in evidence, as in addition to I. 
Hf. Henoch and I. A. Miller, R. L.. Mason, President 
of the Ilinois Retail Hardware Association, was help 
ing to demonstrate their AutoStrop safety razors and 
explain their thirty-day free trial offer. 

The banquet tendered by the Implement, Vehicle 
and Hardware Association of St. Louis to the visit 
ing hardware and implement dealers at the Planters’ 
495 


men and women were present and enjoyed the follow- 


Hotel an Thursday evening was a great success ; 


ing excellent menu: 


Menu. 
Iruit Cocktail Au Maraschino 
Celery Olives Radishes 
Cream of Tomatoes Chantilly 
Filet of Sole Pane Remoulade 
Saratoga Chips 
Roast lilet of Beef lTorestiere 
Potatoes au Gratin String Beans 
Mixed Salad 


Delmonico Ice Cream 
Assorted Cakes 
Demi Tasse 
During the banquet a fine orchestra and a male 
selections, P. O. Ebrenz taking 


quartette rendered 
8:45 P. M. 


charge as toastmaster at after which 
Mavor Henry W. Kiel of St. Louis, the [lonorable 
O'Neill Ryan, the Reverend Herbert B. Rhodes and 
a Lionberger Davis, President of St. Louis Chamber 


of Commerce, spoke. 
+o —_— 
Did you ever stop to think that your progress 1s 


to move the minds 


with your ability 


commensurate 
a salesman this 1s pre 


a clerk, it is the 


of other people? [If vou are 


Ieven if vou are zest 


eminently so. 
which you put into your work that enkindles an ap 


preciation in the mind of your employer. 





36 AMERICAN ARTISAN AND HARDWARE RECORD 


MANY IMPORTANT MATTERS ARE TO BE 
DISCUSSED AT OHIO RETAIL 
HARDWARE CONVENTION. 





A movement, launched by Ohio retail merchants 
in several lines, to abolish by law trading stamps and 
premiums in Ohio, will claim the attention of the 
state legislature during its present session. 

This matter will be discussed and given possible 
action at the State Convention of retail hardware 
dealers in Dayton, February 20 to 23 inclusive. 

The Stevens Bill relating to price maintenance, now 
before Congress; the soaring prices of all lines of 
hardware, and mail order operations will be discussed 
during the Convention and efficiency in store manage- 
ment will be given treatment in several papers by 
experts and given much discussion. 

More than 2,000 retail hardware dealers from all 
over the State are expected to attend the convention. 
A big exhibit will be held in Memorial building in 
connection with the Convention; all the space for 
which has been disposed of. H. B. McGrath of 
Cleveland, is President, and J. B. Carson, Dayton, 
Secretary. 





SECURES PATENT FOR TROWEL. 





William Smith, Philadelphia, Pennsylvania, as- 
signor to Henry Disston and Sons, Incorporated, 
Philadelphia, Pennsylvania, has obtained United 
States patent rights, under number 1,212,826, for a 
trowel described herewith: 


The combination in a trowel, of a blade; a longitudinally 
arranged bar centrally located at the back of the 





1,212,828 






trowel and secured thereto, said bar having undercut 
edges; a handle having a_ longitudinal extension en- 
gaging the bar and split throughout its length so as to form 
yielding sections, the outer surface of said extension being 
tapered longitudinally; and a tapered sleeve open at its under 
side and encircling the tapered portion of the extension of 
the handle so that when the sleeve is driven onto the tapered 
portion it will cause the yielding portions of the handle to 
firmly grasp the bar throughout the length of the extension. 


_ 
~-oeo 


TRIAL = OFFER POLICY ON AUTOSTROP 
SAFETY RAZORS FULLY PROTECTS 
THE DEALER. 





The habit of self-shaving is hardly ever abandoned 
unless it involves discomfort through poor equipment 
and dull blades. In the ideal sense, those who know 
the convenience of self-shaving, should experience the 
supreme comfort of shaving with an edge that is 
always keen and sharp and becomes dull only after 
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long usage. This very satisfactory condition is said 
to apply to the AutoStrop Safety Razor, and the man- 
ufacturers are constantly seeking to give every man 
who shaves himself an opportunity to try it, through 
the medium of the retail hardware dealer. The un- 
usual merit of this razor, they state, makes it safe for 
them to leave the decision to the personal satisfaction 
of the user. Hence they arrange for dealers to “loan”’ 
their safety razors on 30 days’ trial. Under this plan, 
the dealer has no loss: If the customer keeps the 
razor, the dealer makes the sale and collects the 
money ; and if he returns it, the dealer sends it to the 
manufacturers and receives a new one. Thus they 
assume all risk and the dealer is assured of full pro- 
tection. The AutoStrop Safety Razor is described as 
being more than a razor, more than a safety device: 
It is stropped, it shaves and is cleaned without remov- 
ing the blade. Full particulars, together with informa- 
tion about the Trial-Offer Sales Policy will be sent 
to. retail hardware dealers by the ‘AutoStrop 
Safety Razor Company, 345 Fifth Avenue, New 
York City. 





LOCKING DEVICE PATENTED. 





Michael L. Uline, Cleveland, Ohio, has secured 
United States patent rights, under number 1,211,013, 
for a locking device described in the following: 


The combination, with a steering column and a housing 
therefor, the steering column having a polygonal member 














1,211,013 

Poa 
thereon, of a locking device comprising an upper member 
having an opening adapted to fit such polygonal member, an 
arm projecting from such opening, a latch pivoted to said 
arm, and a spring tending to swing the lower end of the latch 
away from the column and the housing, a lower locking mem- 
ber secured to the housing and having a latch engaging por- 
tion, and means for locking the latch in operative relation to 


such portion of the lower member. 
—_~+-@-- —— 


RUBBER ROLLS OF CHIEF IMPORTANCE IN 
CLOTHES WRINGERS. 








The first types of clothes wringers made had wooden 
rolls which later were discontinued because they 
¥H cracked the buttons 

off and squeezed the 
water out of only 
the thick parts of 
the garments. This 
uneven wringing 
caused the bluing to 
dry into parts of 
the clothes, so that 
they were streaked 














on being taken off 
the line. Rubber 
rolls were found to 
remedy this difficulty and hence they naturally super- 


Anchor Brand Guarantee Clothes 
Wringer. 





Witch ein 
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seded the wooden ones. A hard, brittle rubber roll 
is, however, little better than a wooden roll, and to 
perform its work effectively, must have the proper 
elasticity to do good wringing and sufficient strength 
to wear well. In Anchor Brand Wringers, one of 
which is pictured herewith, great care is said to be 
exercised in selecting and compounding the best grades 
of rubber, in order to produce the desired elasticity 
combined with the best wearing qualities. According 
to the manufacturers, a uniformity of quality is main- 
tained in ali their rolls, and these, in common with the 
other parts of the wringer, are warranted for at least 
three or five years, depending on the style of wringer. 
Further information about the Anchor Brand line can 
be obtained from the Lovell Manufacturing Company, 
rie, Pennsylvania. 





COMING RETAIL HARDWARE CONVENTIONS. 





In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their places of meeting 
dates, and the names and addresses of the respective 


Secretaries: 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos, 
Indiana. 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. ‘ 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Illinois Retail Hardware Association, Springfield, Feb- 
ruary 7, 8 and 9, 1917. Leon D. Nish, Secretary, Elgin, Illinois. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Towa Retail Hardware Association, DesMoines, February 
:B, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. ; 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. A:thur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks, 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. ' 

Florida Retail Hardware Association, Tampa, Florida, 
May 8, 9, 10, 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 


RETAIL HARDWARE DOINGS. 








Alabama. 
The Rainer-Morrow Hardware Company, Elba, has been 
incorporated for $6,000 by O. S. Rainer, W. H. Morrow, W. 
I’. Rainer and J. O. English. 


daho. ae ; 
F. W. Whitmore, Wallace, has sold his interest in the 
Wallace Supply Company, hardware and furniture, to Robert 


T. Strachan. 
Iinois. 


Dave Noller, Stockton, will engage in the hardware busi- 
ness. 


lowa. 
John Huseman has purchased the hardware stock of the 
Chapman estate at Yorktown. a 
The hardware and implement store of 


Grand River, was burned. : 
Kohler and Kohler, West Bend, have sold their stock of 
hardware to Asher and Freeman. 


Baker and Son, 
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M. Hearst has bought the hardware, harness and imple- 
ment business of L. W. Craue at Malvern. 

Herman Frank and Charles Switzer, Clinton, have taken 
over the hardware business of Robert Greharing. 
vei — Field, Joice, has sold his hardware store to A. K. 
‘elland. 

Al Hamilton, Washta, has purchased the Harrison hard- 
ware store. 

H. M. Christenson, Soldier, has sold his interest in the 
hardware and implement business of Carlson and Christenson 
to his son Anton. 

L. D. Henry has bought the hardware stock of Charles 
Stevens at Beaver. 

Ed Istad, Decorah, has sold his hardware store to Bain 
Busth and L. Finholt. 

A. P. Botton and Son, Ogden, have been succeeded in the 
hardware business by the W. S. Gray Hardware Company. 

Barnes Brothers, Paton, dealers in hardware and harness, 
have sold their business to H. L. Batcheller. 

Frank Konrad, Lacoma, has purchased the Hadly and 
Erb hardware store. 

Dahl and Mollort, Decorah, have sold their hardware 
store to Henry Bidne and Gust Winger. 

Kentucky. 

The Sterling Hardware Company, Hazard, has increased 
its capital from $5,000 to $25,000. 

Neider Brothers Company, Louisville, have changed their 
name to Neider Hardware Company. 

Michigan. 

The Lapeer Hardware Company, Lapeer, has been in- 
corporated with an authorized capital stock of $12,000 all of 
which has been subscribed and paid in in cash. 

Minnesota. 

Watson Happ and Company, Litchfield, have sold their 
hardware store to Frank L. Lindell. 

J. N. Petra, Richville, has opened a hardware business. 

Henry Wagner, New Market, has sold his hardware store 
to Peter Muller. 

Ras Rasmussen has bought L. M. Steberg’s interest in the 
hardware store at Pennock. 

Fogelmark Brothers and Company, Excelsior, have sold 
their stock of hardware to the Wistrand Hardware Company. 

Turnham and Beer, Maple Plain, dealers in hardware and 
groceries, have dissolved partnership, Mr. Beer continuing the 
business. 

Mississippi. 

The hardware store of W. C. 
Tishomingo, was destroyed by fire. 

Nebraska. 

Kartem and Cooke, Bartlett, have sold their hardware 
store to T. P. Hardesty. 

W. I. Stringfellow has purchased the stock of the Mad- 
ison Hardware Company at Madison. 

T. P. Hardesty will open a hardware store in Erickson. 

The Gering Hardware Company, Gering, has been in- 
corporated. 

J. L. Barton and Company, Plattsmouth, have sold their 
hardware store to Whitten and Ward. 

- North Dakota. 

The hardware store of Jones and Vassau 
Forks was burned, the loss being $3,000. 

The Hodgins Hester Company, Minot, has opened a hard- 
ware and furniture store. 

W. H. Biddick, Berlin, has bought a hardware store. 

S. O. Barsness has retired from the Baker Hardware 
Company at Baker, T. F. Ness continuing the business. 

The hardware store of James and Vassar, Forest River, 
was destroyed by fire. 


Hundley and Company, 
The insurance was $1,000. 


at Grand 


Ohio. 

Charles Hopper has sold his interest in the Hopper Hard- 
ware Company at Bowling Green to his partner George 
Hopper. 

The store of the Huber Wolfe Hardware Company at 
Port Clinton, was destroyed by fire with a loss of $8,000. 

The Dornback Hardware Company, Cleveland, was in- 
corporated with a capital stock of $10,000 by William H. 
Dornback, C. L. Buckholz, G. FE. Sweet, M. FE. Ordner and 
H. Yoder. 

The Central Hardware and Harness Company, Ironton, 
has purchased the Ironton Hardware and Supply Company’s 
business. ; 

The Murphy Hardware Company, Greenville, has been 
incorporated with a capital stock of $20,000 by Forest E. 
Murphy, Marie Murphy, Wilbur Searle, Christ I. Clark and 


A. R. Murphy. 
South Dakota. ; ; 

Joseph Skorbile, a hardware dealer at Tabor, died. | 

The McKee Hardware Company, Gregory, has been in- 
corporated for $9,000 by H. E. McKee, J. G. Bain and Clyde 
Cummings. 

Wisconsin. 

The Guarantee Hardware and Furniture Company, Ste- 
vens Point, will soon open their store in the Chila block. 

Herman Kanter has purchased an interest in the hard- 
ware business of Ed Leibly, Rice Lake, the new name being 
Leibly and Kanter. 

Arthur Becker has bought a half interest in the hardware 
store of M. Prenzlow at Johnson Creek. 
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AUTOMOBILE 





SOLD BY HARDWARE DEALERS 


ACCESSORIES 








AUTO ACCESSORY JOBBERS IN ANNUAL 


MEETING AT CHICAGO. 

About 350 members of the National Association of 
Automobile Accessory Jobbers were present at the 
opening session of their Second Annual Meeting 
which took place January 24, 25 and 26 at the Con- 
gress Hotel, Chicago, many of those in attendance be- 
ing hardware jobbers with automobile accessory de- 
partments. ° 

The opening session was called to order by Com- 
missioner William M. Webster promptly at 10:30 
o'clock Wednesday morning, and an innovation was 
made in the calling of roll: As the clerk called each 
member firm, the delegate present arose in his seat, 
gave his name, the name of his firm, its home city and 
the the nature of its business—jobber or manufac- 
turer. In this manner those present quickly got ac- 
quainted and there were many good natured greet- 
ings shouted from one corner of the hall to the other. 

President Dean, of Nichols, Dean & Gregg, St. 
Paul, next read his short address in which he com- 
—plimented the members upon the splendid growth and 
progress that had been made in the eighteen months 
since the Association was first organized. Much of 
this, he said, was due to the interest the members had 
taken. 

Irom now on, the 
constructive work of the organization must be the 
prominent feature of its activities and the past his- 
tory augured well for the future, because already the 
Association had been able to rectify many abuses and 
bring about a better relation between jobbers, manu- 
facturers and retailers. 

Commissioner Webster spoke briefly along the same 
line and stated that while at times some of the timid 
ones had expressed their fear of running counter of 
the Sherman Law, he had at all times been ready to 
have the Government step in and examine into every 
action taken by the Association or its officers as such, 
and that in fact, both the United States Department of 
Justice and the Federal Trade Commission had ex- 
pressed their approval upon several occasions of the 
aims of the Association and the manner in which its 
affairs were conducted. 

The Commissioner reminded the jobbers that the 


President continued, the real 


only successful basis to operate on was being ‘on 
the square” with those from whom they bought and 
to whom they sold, and that the same “golden rule” 
held good with the manufacturers, also that it was a 
member's duty to report to the officers any case of 
unfair dealing that came to his notice. 

About forty applications nearly equally divided be- 
tween jobbers and manufacturers, were then acted 
upon favorably and their names added to the roll of 
members. 


In the Commissioner's annual report, which was 
read by the clerk, stress was laid upon the great as- 
sistance the Association had been to many members 
by adjusting differences as to patents, guarantees, 
etc., without having recourse to law. Much time and 
considerable sums had thus been saved in many in- 
stances. 

The matter of a uniform system of list prices and 
discounts on items of similar nature was considered 
and the Commissioner suggested that a Committee be 
appointed to work out a plan for such a system. 

Standardization of catalogs was also recommended 
in order that needless expense might be avoided. 

The point was brought by the Commissioner that 
while some might feel that the usual terms, two per- 
cent off for cash in ten days, might not make it pos- 
sible in some cases to receive and check off an invoice 
before making payment, if the member restricted his 
purchases to manufacturers of recognized, reliable 
standing, he would not have any trouble in getting 
things rectified if anything was wrong with the mer- 
chandise. 

Committees on Resolutions, Credentials and Place 
of Meeting were appointed, after which the meeting 
went into executive session for jobbers exclusively, 
while the manufacturers retired to another hall for 
their executive session. In the afternoon reports were 
read in executive session from the officers and stand- 
ing committees. 

Thursday's forenoon and afternoon sessions were 
also executive and the various reports were given con- 
sideration in detail. 

At 6:30 DP. M. Thursday the delegates and their 
ladies were guests at a dinner with vaudeville enter- 
tainment followed by dancing, the Chicago members 
being hosts at this very excellently planned function, 
and many compliments were paid to the Committee in 
charge for this splendid affair. 
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SECURES PATENT FOR SPARK PLUG. 








Robert Hughes, Mount Vernon, New York, has 
heen granted United States patent rights, under num- 
ber 1,211,157, for a spark plug de- 
scribed herewith: 

A spark plug, comprising a body mem- 
ber having an unbroken lower edge per- 
pendicular to its longitudinal axis and 
having a bore of two diameters to form 
a shoulder, an insulating tube of two di- 
ameters slidably fitted within said body 
member and having a shoulder bearing 
against said first named shoulder, a 
spring for yieldingly holding said shoulder 
together, a hooked center contact pole ir 
said tube, and a nut threaded on said 
pole for adjusting the lower end thereof 
toward or from said body member to pro- 
vide a desired spark gap between itself 
and said body member. 
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FORD SPECIAL SPEEDOMETER ADJUSTABLE 
TO DRIVER’S ANGLE OF VISION. 


The Corbin-Brown Ford Special Speedometer, il- 
lustrated herewith, is described as a carefully-made 
instrument with 
and 
and 


parts of brass 
tempered steel 
with full ball bear- 
As in others 


ings. 

of the Corbin- 
Brown line, the 
parts are few and 


big and strong, op- 
crating on the cen- 
trifugal —_ prince “ple, 
the same as that ap- 
plied to the regula- 
tion of engines. The 





Corbin-Brown Speedometer 
for Ford Cars. 


nor has four balance weights so sensitive that they 
are said to respond to the slightest variation in speed. 
According to the manufacturers, the hand does not 
wabble and the speedometer is not affected by heat, 
It has a three-inch brown 


centrifugal gover- 


cold or electrical influences. 
dial, sixty mile limit, 100,000-mile season odometer, 
100-mile trip odometer, combination of links cable, 
and a bracket that can be adjusted to the driver's 
angle of vision. Absolute regularity of revolution is 
said to be assured, and the instrument records speed 
and mileage whether the car is moving forward or 
backward. It is furnished in black enamel with brass 
rim to match the lord trim, complete with gear, cable, 
etc., all ready to attach to the car, and may be con- 
nected to either the right or left wheel. Catalog giv- 
ing full details can be obtained from the Corbin Screw 
Corporation, New Britain, Connecticut. 
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GARAGE DOOR HANGERS THAT W LL 
APPEAL TO ARCHITECTS. 








To architects of garages who are striving for the 
fitness and not the cheapness of things, R-W_ Ball 
Bearing Trol 
ley (iarage 
Door Hangers, 


the manufac- 
turers State, 
will make a 


decided appeal. 
Being adjust- 
able vertically, 
these hangers, 
type of 
is illus- 


one 
which 
trated 
with, will com- 
for 
settling 
owing to the 
shrinkage of the timber, while the lateral adjust- 
ment prevents chafing of the door. The hangers are 
otherwise described as being of the highest type: The 
yoke is made of steel; the cones are machined and 


here 


pensate 





any 
R-W Ball 


Bearing Trolley Garage Door 
Hanger in Track. 


AMERICAN ARTISAN AND HARDWARE RECORD 39 


case hardened ; and the high duty steel balls are per- 
fectly true, insuring an easy, smooth operation under 
loads. 
manufacturers give concrete examples in their cata- 


To help the purchaser obtain best results, the 


log of how specifications or orders should be writ- 
ten, and their Engineering Department is prepared to 
furnish, upon request, blue prints in detail to help the 
carpenter in erecting. Copies of this catalog of Gar- 
age Door Equipment and other information 
obtained from the Richards-Wileox Manufacturing 


Company, Aurora, [Ilinois. 


may be 


PATENTS AUTOMOBILE HORN. 
jptelaaigihe * 
Under number 1,211,208, United States patent 


rights have been granted to Ray H. Manson, [‘lyria, 
Qhio, assignor to The Garford Manufacturing Com- 
pany, Elyria, Ohio, for an automobile or motor cycle 


born described in the following : 

In an automobile horn, the com- 
bination of a frame piece, a sono- 
rous diaphragm, means to connect 
the diaphragm to the frame piece, 
an electric motor for operating the 
diaphragm, a field yoke for said 
motor, a plurality of wings on 
said yoke, means to connect the 
motor through said wings to the 
frame piece, an armature for the 
motor mounted in the yoke, a limb 
; on the yoke parallel to the dia- 
© 1,211,208 

\ phragm and to the armature shaft, 

0) a second limb on the yoke parallel 
to the diaphragm but inclined to 
the armature shaft, an arm on said 
second named limb, a field winding on said arm, a link integral 
with said limbs and connecting the same together at one end, 
a bearing in said link for the armature shaft, a second link 
for connecting the other ends of the limbs, said second link 
being removable from said limbs, a bearing in said link for 
the other end of the armature shaft, said limbs being pro- 
vided with openings, brushes in said openings, an anvil on 
the diaphragm and a roughened wheel rotated by the motor 
for striking the anvil and causing the actuation of the dia- 
phragm. 
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FACTS THAT BOOKS SHOULD SHOW ABOUT 
YOUR BUSINESS. 








Do your books tell you what it costs to operate your 
store? 

Do they show which departments or lines are profit- 
able and which, if any, are not paying? 

ldo they prove beyond the possibility of a doubt that 
selling prices cover expenses and leave you a fair mar- 
gin of profit? 

Can you tell from them how your gross and_ net 
profits for this year compare with those of last year? 

Do they tell you how often you turn your stock ; 
how much stock you have on hand today and what this 
stock cost you? 

Do they show when and from where your profits 
and losses come? 

These questions may seem harsh and inquisitive, but 
they are not intended to be so. 

They simply state some of the problems that are 
confronting business men today. 

If you get this sort of information—know the an- 
swers to these questions—you are in a position to 
turn losing months into winning ones; to replace un 
-rofitable departments or lines with profitable ones; 
in short, to manage your business wisely and success 


fully in the face of rising costs. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The store papers, bulletins, flyers, and other publi- 
cations of retail hardware establishments are as a rule 
proving profitable 
investments. They 
serve a distinct pur- 
pose, similar to that 
of the manufactur- 
ers house organ, 
and they have the 
additional advan- 
tage of being able 
to arouse a deeper, 
“nearer-home” — in- 
terest on the part of 
the reader and thus 
exerting a more di- 
rect and forcible ap- 
peal. 

One of the chief 


Built of “Malleable” ...cons for the et- 

Or they couldn’t be fectiveness A the 
1 ' : > adver- 

built like this. nse 


tiscement is the fact 

» ee sé = 

If anyone tells you that grey-iron is that it is gar- 
just as malieable for range building, |; .1,, : ” 
just ask how the seams can be made nished and served 
tight when using iron too brittle to with absorbing news 


ae items, and the whole 
makes a very appe- 
tizing dish for the 
reader to consume. 
The idea of sup- 
plementing the ad- 
vertising in a store 
paper with  para- 
graphs concerning 
local events iS, 


Even those making the other kind of therefore, bound to 
ranges admit that range joints should . : : : 

be tight—that’s why they plaster their be highly resultful, 
stove-bolted ranges with stove putty. because it places the 








Sure it makes them tight when they’re reader in a receptive 


new, but such joints won’t stay tight . 
and such ranges won’t stay satisfac- mood for noting the 
tory. vital portion of the 


It is the MONARCH’S Malleable con- paper—the —adver- 

struction that makes it give the same ;;.; . : ‘ 

satisfactory service year after year, ising sections. In 

The only way you can assure your- the numerous store 

self of that kind of service is tu make __ : | | 

the MONARCH your choice. papers throughout 
the country, the ad- 


E. HACKLEY. vertisements, as a 


rule, evidence as 
much painstaking preparation as the newspaper ad- 
vertisement, and there is cause for congratulation in 
the fact that the advertisement writers do not neglect 
to give proper attention to the matter of copy and 
layout, resting secure in the belief that the advertis- 
ing will prove effective just because it is part of an 
interesting publication. Every intelligent backer of 


such a paper realizes that the success of the venture 
is dependent upon the potency and drawing power of 
the advertisements contained therein and an example 
of such good store paper advertising is reproduced 
herewith in practically its original size from “Hack- 
ley’s Store News,” published by E. Hackley a retail 
hardware dealer at Earl Park, Indiana. The illus- 
tration at the top is one that quickly draws attention 
and this attention is fostered into a deeper interest 
by the convincing arguments cited below. It is by 
thus devoting sufficient care to their preparation that 
the advertisements, and consequently the store paper, 
is made to serve its purpose effectively. 

Now note the descriptive matter of Hackley’s ad- 
vertisement: The writer certainly “hammers home” 
some very pertinent facts about the Monarch Malle- 
able Ranges, and there is little doubt that the good 
housewives in and around Earl Park will read what 
3rother Hackley has to say about these well known 
ranges—and that they will remember some of them 
when they go to buy one—all of which will bring trade 
to Hackley’s Store. 

In the illustration herewith is reproduced a three 
inch, single column adverisement from the Pittston, 
Pennsylvania, Ga- 
sette, which fea- 
tured supplies for 
wash day. The 
zinc at the top is 








Filling your requirements for wash ae 
day? rather distinctive 


We have a2 full line of washing ‘ 
machines, boilers, wringers, wash and helps to break 
boards, clothes jines and clothes — 
pins, here. If not do so. away from the 


We are sure we can give you 2 
better quality. for the same money 
or the sanie quality for less moncy 
than you can secure elsewhcre. 


In buying here you have the ad- heading, although 
ditional advantage of our large and its design should 
complete stocks in every. depart- : 
ment. have permitted the 


Thos. R. Davis| 2°" Have 


ra 9 
Hardware and Plumbing You Tried, to 
| 202 Luzerne Ave., Ww. Pittston | stand out more 


prominently. Uni- 
form type makes the body matter easily readable and 
this is a great asset of any advertisement. The argu- 
ments are concise and emphatic and no doubt served 
the desired end. If any improvement were sought we 
would suggest a heading more direct, such as “Have 
you filled your requirements for wash day?” and im- 
mediately after this, the sentence, “If not, do so to- 
day,” following which would come the paragraph, 
“We have a full line of washing machines, etc.,” and 
the remaining text. The advertisement was run by 


Thomas R. Davis, 202 Luzerne Avenue, West Pittston. 
x * x 


monotony of the 
ordinary type 











The use of the mosquito is to show us that troubles 
are not always in proportion to their size. 


Renin 
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HEATING AND VENTILATING 





NEW OFFICERS OF AMERICAN SOCIETY OF 
HEATING AND VENTILATING 
ENGINEERS. 





The following were elected to serve as officers and 
as members of the Council of the American Society 
of Heating and Ventilating Engineers at its Annual 
Meeting held a week ago at New York City: 

President—J. Irving Lyle, New York City. 

First Vice-president—Arthur K. Ohmes, New York 
City. 

Second 
Michigan. 

Treasurer—Homer Addams, New York City. 

Members of Council—David S. Boyden, Boston; 
Bert C. Davis, Elmira, New York; M. W. Franklin, 
East Orange, New Jersey; Charles A. Fuller, New 
York City; Harry M. Hart, Chicago; E. Vernon Hill, 
M. D., Chicago; James N. Stannard, Chicago, and 
Walter S. Timmis, New York City. 

C. W. Obert was appointed Secretary to succeed 
himself. 


Vice-president—Fred R. Still, Detroit, 


+@-> 


HEATING AND VENTILATING ALUMNI ELECT 
OFFICERS. 








The Alumni Association of the New York School 
of Heating and Ventilating elected the following of- 
ficers at their recent Annual Meeting: 

President—E. \A. Kingsley. 

First Vice-president—A. H. Bosworth. 

Second Vice-president—J. Timmerman. 

Secretary-Treasurer—A. D. Hoxie, 
sroadway. 

Assistant Secretary—George B. Steinke. 

Trustees—Irederick A. Rupp, J. B. Garfield and H. 
W. Curry. 


176 West 
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W. D. COVER HIGHLY COMPLIMENTED AT 
STOCKHOLDERS’ MEETING OF THE 
SCHILL BROTHERS 
COMPANY. 





W. D. Cover, Manager of Schill Brothers Company, 
Crestline, Ohio, the well known manufacturers of 
warm air heaters and stoves, was the recipient of 
high praise at the annual meeting of the stockholders 
of the Company which was held recently. 

Treasurer Frank Miller stated that the excellent 
report which he was able to make was really due in 
a very large measure to the high efficiency of Mr. 
Cover, whose progressive ideas and careful manage- 
ment had resulted in the best year in the Company's 
history. 

The balloting for directors resulted in the re-elec- 
tion of all, as follows: William H. Weaver, Frank 





Miller, John Schill, P. F. Frank, Dr. J. A. McCallum, 
H. EK. Bormuth and F. P. Hayes. 
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ALL=CAST WARM AIR HEATER WITH MANY 
STRIKING FEATURES. 








One of the most popular of the Superior line of 
warm air heaters, manufactured by the Utica Heater 
Company, Utica, New York, is the “Evrtite” warm 
air heater, described as embodying in its construction 
many striking and original features. Typical of these 
are the one-piece combustion chamber which entirely 
eliminates the feed door frame, and the one-piece rad- 
iator, which is jointless, boltless and rivetless and is 
claimed to be absolutely dust proof and gas tight. 
High efficiency is further made possible by the two- 
piece firepot, the one-piece ashpit, the one-piece bot- 
tom, the hot blast attachment and the extra large feed 
The “Evrtite’” warm air heater is cup jointed 
throughout and has a direct-connected clean-out, a 
radiating shield or apron, and triangular anti-clinger 
revolving grates. Installers can secure the special 
Evrtite catalog, also the catalog of the entire line of 
Superior warm air heaters, by addressing the Utica 
Heater Company, Utica, New York, or 218-220 West 
Kinzie Street, Chicago. 

aacciiliiaindeiacseltssienine 
WARM AIR HEATERS MADE IN MODERN 
FACTORY WITH EVERY FACILITY 
FOR PROMPT SERVICE. 


door. 





Coincident with the completion of the new plant of 
the Lennox Furnace Company, their Torrid Zone . 
Warm Air Heaters are now being made in one of the 
most modern factories in the country, with every 
facility for giving prompt attention to customers’ 
wants. Exceptional quality and service in the past, 
the manufacturers state, have made this model plant 
possible, and it is their intention that hereafter, as 
heretofore, this quality and service shall commend 
their product to every purchaser. Lennox Torrid 
Zone All Steel Warm Air Heaters are made in four 
sizes to suit different requirements, varying from that 
of the small cottage to the public building with a fan 
warm air heating system. They are riveted like a 
power boiler and hence are claimed to be dust and 
gas tight. The different kinds and grades of fuel, it 
is said, can be burned economically, and for this pur- 
pose three styles of firepot are offered, namely, an all 
brick, a combination cast and brick and an all cast 
firepot. Installers can obtain full particulars of the 
entire line by addressing the |.ennox Furnace Com- 
pany, Marshalltown, Iowa. 

+o 
If you are enjoying a good business, advertise and 


keep it; if not, advertise and get it. 








42 AMERICAN ARTISAN AND HARDWARE RECORD 


January 27, 1917. 








Manufacturers of Warm Air Heating Apparatus 
Adopt Code for Installation 








The National Warm Air Heating and Ventilating 
Association at its meeting in Cleveland, Ohio, 
Wednesday, January 24th, 
took two very important 
steps in the adoption of a 
standard contract form 
for use by installers and 
also a code covering the 
installation of warm = air 
heating apparatus, both of 
which are published in full 
in the following. 





Trademark of National Warm 
Air Heating and Ventilating 
Association. 


ecutive Committee was held on Tuesday and a report 


A meeting of the Ex- 


of its work since the June, 1916, meeting was ren- 
dered at the Wednesday forenoon session. 

President John 1D. Green, Detroit, Michigan, called 
the meeting to order at 10:30 A. M. Wednesday and 
after short congratulatory remarks, the following ap- 
plications for membership were favorably acted upon: 

Culter & Proctor Stove Company, Peoria, Illinois. 

Hart & Crouse Company, Utica, New York. 

Taplin-Rice-Clerkin Company, Akron, Ohio. 

After the reading of the minutes of the previous 
meeting, the following letter was read from Professor 
A. C, Willard, of the University of Illinois, at Urbana, 
in which the interesting and gratifying information 
was given that the University will erect a plant for 
the testing of warm air heating apparatus: 

A. W. Williams, Secretary : 

Your notice of January 3rd concerning a special meet- 
ing of the Association, to be held in Cleveland, is at hand. 
rhe writer regrets extremely that the date of this meeting 
conflicts so seriously with the final examination schedules at 
the University: that he will be unable to attend. 

[ wish, however, to bring to your attention the fact 
that the remodeling of our Mechanical Engineering Labora- 
tory, which is now well along, includes the erection of a 
furnace-testing plant, designed, as already indicated before 
the Association, to provide for testing, not only the furnace 
itself, but also the performance of leaders, stacks, regis- 
ters, recirculating ducts, etc. 

It seems to me that if the University of Illinois will 
erect such a plant, provide the necessary testing instruments, 
and direct the running of a series of tests along the lines 
above stated, the National Warm Air Heating and Ventilating 
Association should be willing to co-operate and maintain an 
adequate testing force of two or three men for securing and 
compiling the necessary test data. At any rate, | should like 
to have your unofficial opinion on this point. 

__ The University would, of course, reserve the exclusive 
right to use the test data as the basis for a bulletin on Warm- 
Air Furnace Heating, but the Association would have access 
to such data at any time. 

With the very kindest regards, I remain, 

Very truly yours, 

nes te A. C. WILLAr. 

Urbana, Illinois, January 10, 1917. 

Secretary Allen W. Williams then read his report 
as follows: 

Secretary Allen W. Williams’ Report. 

My report is intended more as a memorandum to be sup- 
plemented by a complete annual report of my office which it is 
customary to submit each year in June. 

Collection Department. 
Number of accounts received for collection since June 6, 


1916 Report, 121. 


Amount of same $9,692.50. 

Number of accounts received for collection to date 388. 

Amount of same $31,249.79. 

Amount collected since report of June 6, 1916, $4,388.74. 

\mount collected to date $17,934.24. 

Advertising Campaign. 

The report of my office has been submitted to the Adver- 
tising Committee and the same will be embodied in their re- 
port to you. Perhaps, however, | may be permitted to say 
that dealers continue to manifest a lively interest in the 
campaign and while we have not been able to interest as many 
new ones in proportion as we did in the spring, careful con- 
sideration convinces me that this is due to the fact that during 
the past fall dealers in our line were unusually busy and it 
was not so much a question of selling the goods as of obtain- 
ing them. Further that the spring months are the best ones 
for our advertising campaign. 

While the work of following up the dealers, to be certain 
they were doing local advertising as agreed, has entailed 
more or less expense, the results have in my opinion well 
repaid us for this outlay. In addition to the papers showing 
dealers’ local advertising, consumers’ inquiries continue to 
come in to some extent. 

As I am not a member of the Advertising Committee, | 
desire to say that well as your interests were handled during 
the spring campaign by this Committee, they have profited by 
experience and certainly done even better for you during the 
fall months. 

Trademark. 

Our trademark has been copyrighted, and judging from 
the number of electrotypes my office has been pleased to fur- 
nish our manufacturer and dealer members, its use is growing. 
I do, however, feel that every member who is not using same 
on his stationery and catalogs should do so, as it will help 
materially to establish it, and we can thus further increase its 
value. 

Mailing List 

As directed, each member was asked in reference to pub- 
lishing the list of dealers compiled by our advertising agents 
and consisting of some 18,000 named. As opinions differed 
materially and the expense of each publication was consider- 
able, it was decided not to do so. 

Cost Formula for Dealers. 

The National Association of Sheet Metal Contractors 
have agreed upon such a formula. It has received the ap- 
proval of our Committee and copies of same have been sent 
to our members requesting them to supply their salesmen and 
instruct them to diplomatically encourage its use by dealers. 
So far it has required 2,000 copies to supply the requests of 
our members. 

I have also written the Secretaries of the local Sheet 
Metal Contractors’ Associations, urging them to keep this cost 
formula before their members and constantly recommend its 
use. 

It has been suggested that in schools and universities 
where Heating and Ventilating is taught, students should be 
informed of this formula and the need of its use in conduct- 
ing their business. 

Rating of Warm Air Heaters by Manufacturers. 

Since our last meeting I have received frequent letters 
inquiring if the practice followed by manufacturers in rating 
their goods is changing from the old style cubical contents 
method to a basis of square inch pipe area, and if our Asso- 
ciation has taken any stand in this matter. 

It is my observation that the square inch pipe area method 
is rapidly supplanting, but I have been compelled to say that 
our organization has not given the improved practice any 
definite endorsement. 

Erroneous Information. 

Shortly after our June meeting the notorious Bulletin 
which was issued by the Division of Agriculture Engineering, 
Minnesota University, came to our attention. The mistaken 
statements and erroneous information contained in same were 
pointed out to the proper authorities by many members and 
my office. The injustice of this publication brought such a 
storm of criticism that the editor finally promised to discon- 
tinue further circulation of this bulletin and publish a new one 
that would be correct and satisfactory to the furnace industry. 
| doubt if the new one has been issued—perhaps it is a little 
too soon to expect it 

In this connection I was surprised to learn only last 
month that the Missouri State Board of Agriculture prac- 
tically copied and issued a bulletin similar to the one published 
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by the Minnesota University. I immediately wrote to the 
Secretary of the Missouri State Board of Agriculture explain- 
ing our troubles with the Minnesota booklet, and how incor- 
rect and unfair it was to the public as well as to the furnace 
and accessory manufacturers, at the same time attaching 
copies of our correspondence with the Minnesota University 
editor, and advising him of the promise made by the Minne- 
sota University to issue a new and correct one. 

I am pleased to state that the Secretary of the Missouri 
State Board of Agriculture writes as follows: 

“Your letter of December 26th was received at the open- 
ing of our Farmers’ Week, and thereby delayed in answer. 
Permit me to say that we issued only a small edition—15,000— 
of the House Heating Bulletin. We have grown into the 
firm habit of accepting without question the Minnesota Bul- 
letins as always being fair and square and reasonable. While 
we did read it and did not publish it without examination, 
indeed we did not recognize it as carrying any attack on any 
system of heating. It shall not be re-issued by us in its 
present form. If we issue any House Heating Bulletin later, 
it shall be right. 

(Signed ) JEWELL Mayes, Secretary.” 

Something is constantly developing to indicate that one of 
the most serious things with which we have to contend is 
the erroneous information frequently furnished regarding 
Warm Air Heaters and Heating from sources which the gen- 
eral public have reason to assume are proper authority on the 
subject. 

For instance, in addition to the Bulletins mentioned above, 
one of our dealer members last week sent me a copy of the 
Fort Dodge, Iowa, Messenger in which the following is pub- 
lished under a Washington, D. C., date line: 

“The United States Bureau of Mines has contributed < 
share to the solution of the cost of living problem by atin 
elaborate studies of fuels and their proper use. 

“With regard to the kind of heating plants, the Bureau 
of Mines indicates a preference for steam or hot water over 
hot air. Hot air tends to dry and crack furniture; on windy 
days it is hard to maintain an even temperature by this 
method; and although the initial cost is lower, the life of the 
apparatus is shorter. Also the hot air system will generally 
require more fuel to produce the same temperature.” 

I have written for copy of Bulletin Number 97, which is 
probably the one referred to. 

Unfortunately it seems difficult to anticipate publication of 
this kind. In each case a strong protest is made, but it is 
difficult to repair the damage done. Any instructions or sug- 
gestions as to how this condition may be promptly improved 
will be most gratefully received. 

Interesting Architects. 
do not believe we are making the progress in this direc- 
tion pnts we should. Perhaps our meeting today can give it 
some special attention. 
In General. 

(a) It is a pleasure to report that the ieniieedbia dues 
have been paid promptly and that we have made settlement 
in full each month for all of our bills. 

(b) The unusual conditions existing since our June 
meeting have caused my office to be used quite extensively for 
the exchange of special information. This is very gratifying. 

(c) The attention of the members is respectfully called 
to the new book on Heating & Ventilation by Louis A. Hard- 
ing, Professor of Experimental Mechanical Engineering, Uni- 
versity of Illinois, and Arthur C. Willard, Professor of. Heat 
ing and Ventilation, University of Illinois, one of our Honor- 
rary members. 

The authors state the object of the book is to produce a 
reference book for engineers and architects which will con- 
tain sufficient theoretical and commercial data for practical 
use in the designing room, at the same time to show the rela- 
tion between the theoretical principles involved and their prac- 
tical application to actual problems. The Warm Air Heater 
industry is particularly indebted to them for the information 
they have furnished on Warm Air Furnace Heating. 

(d) I believe we are under obligations to the American 
Society of Heating and Ventilating Engineers for the con- 
sideration they are giving the subject of Warm Aim Heating, 
and to our members who have impressed upon them the im- 
portance of this method of heating and enlisted their in- 
creased attention. 

(e) For some years the National Association of Stove 
Manufacturers have made a practice of gathe ring and publish- 
ing statistics relative to the production of warm air heaters, 
and for the past two years they have very kindly furnished 
us with the benefit of same. About this time they will make 
their annual request for certain information, which I can as- 
sure you has for years been handled in a confidential manner 
and only the general results reported. May I urge you to 
promptly furnish the information to their Secretary when his 
request reaches you? 


The report of the Executive Committee was then 
read, as follows: 
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Report of Executive Committee. 

We desire to report that your Executive Committee met 
in special session in Cleveland October 25, 1916, for the pur- 
pose of considering matters which might profitably lead to the 
advancement and extension of the present Association ac- 
tivities, or benefit the warm air heating industry. 

The subjects mentioned in our report relative to which 
any recommendations are made were fully discussed, as well 
as several which it was thought wise not to recommend for 
any action. 

Terms. 

Believing that the endorsement by the National Associa- 
tion of some set of terms will contribute to uniformity in 
this direction the country over, as well as to the maintenance 
of same, the following is recommended for your considera- 
tion: 

Resolved, that the terms of sale on warm air heaters 
sold by members of the Association be as follows 

“Terms, 60 days from date of invoice; 2 percent, 10 
days. On warm air heaters for display purposes, not exceed- 
ing three to any one customer, shipment at any time between 
January Ist and August Ist, terms 60 days, August Ist, 2 per- 
cent 10 days unless sold before August Ist. If sold before 
August Ist, terms 60 days from date of sale.” 

At our meeting of June 6, 1916, somewhat similar terms 
were endorsed but you will note the fall dating, as suggested 
by your Executive Committee, is changed from September Ist 
to August Ist. 

Note: Since your Committee met, a strong and grow- 
ing tendency to July Ist as limit of Fall dating is noted. 
(Adopted. ) 

Uniform Contract for Installation. 

IF, T. Giblin, as Chairman of our Association Committee, 
consisting of Mr. Giblin, L. Jones and Walter Wimmer, 
appointed at our meeting last June, stated to your Executive 
Committee that, after the inspection of some 15 or 20 differ- 
ent ones he had in his possession, his Committee would pre- 
pare a form of contract and submit it to Mr. Hussie, Chair- 
man of the Warm Air Heating Committee of the N ational 
Sheet Metal Contractors’ Association, so as to submit it to 
our Association at an early meeting for consideration. 
( Adopted. ) 

The Pipeless Warm Air Heater. 

Your I*xecutive Committee instructed the Secretary to 
gather as much information as possible before the next gen- 
eral meeting and prepare a resolution relative to this type 
of heater, with a view of presenting it for some action at 
the next Association meeting. The following resolution has 
accordingly been prepared: 

Whereas, The manufacture of the so-called pipeless 
warm air heaters has to some extent increased and its possi- 
bilities are liable to be misunderstood, be it 

Resolved: First, That the National Warm Air Heating 
and Ventilating Association recommend to manufacturers 
the avoidance of all extravagant and unwarranted claims in 
reference to the pipeless warm air heater; Second, That 
it is not a Warm Air Heater in the fullest sense; Third, 
That in the best interests of the industry, dealers are urged 
to advise prospective eustomers of its true limitations; 
Fourth, That prospective purchasers of warm air heaters 
are advised to be fully satisfied as to whether or not a 
heater is adapted for the use intended, before contracting 
for same. (Adopted. ) 

Competitive Type of Warm Air Heaters. 
That the following resolution be submitted to the next 
general meeting: 

“Resolved, That the question of eliminating eventually 
the competitive type of warm air heater and pushing the 
better grade should be brought up at the next general 
meeting of the Association and the subject debated fully by 
the Association.” (Tabled.) 

Uniform Guarantee. 

That the following form be suggested at the nex 
meeting for consideration : 

“Our warm air heaters are guaranteed only to the extent 
of furnishing new castings for any found to be defective in 
manufacture, and we cannot entertain claims for expenses. 
Ratings are conservatively made and in accordance with ac- 
curate standards, but on account of the varying conditions 
surrounding their installation, we do not guarantee our 
warm air heaters except as above.’ (Adopted.) 
gee of Warm Air Heaters. 

uggest the following resolution and recom- 


general 


That we 
mend its sanieing by the Association: , 

“Resolved, that the consignment of warm air heaters 
be condemned and be discontinued.” (Adopted.) 

Selling Direct to Users. 

That the following resolution be offered for consider- 
ation at our next general meeting: 

“Resolved, That the selling of warm air heaters by 
manufacturers direct to users and the installing of same be 
condemned and discontinued. 

Note: With the understanding that this does not refer 
to installing by manufacturers in manufacturers’ home town 
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or where they actually own and operate a_ branch. 


( Adopted. ) 
Increasing the Membership. 


The Secretary was directed to prepare a special booklet 
covering the Activities, Constitution and By-Laws, List of 
Members, Objects and Aims, Committees, etc., and send it 
with a special letter to manufacturers not members, urgently 
requesting their support and membership. This letter which 
was signed by the Executive Committee has been sent out, 
and a list of names of possible members furnished to all the 
members of the Association with the request that they be 
written or seen and urged to join our organization. (Ap- 
proved. ) : 

Territorial Committees. 

The following resolution was adopted: 

“Resolved, That the President be authorized to appoint 
several committees of members located in different states to 
look after the interest of Warm Air Heating in each par- 
ticular section.” 

The thought is that such particularly delegated members 
are to bring to the attention of the Association, matters of 
interest to our industry in general and the Association in 
particular, which may develop in the different parts of the 
country, that through these committees the Association will 
be in closer touch with local conditions. (These committees 
have been appointed.) (Approved.) 

Credit for Returned Goods. 

That the following resolution be recommended for your 
consideration : 

“Resolved, That when goods are returned to the manu- 
facturer for reasons not blamable upon him, the expense of 
the return of the goods, and not less than 10 percent of the 
amount charged, should be deducted for  re-handling.” 
( Adopted. ) 

Many other matters requiring attention were properly 
acted upon. Respectfully submitted, 

John D. Green, F. T. Giblin, W. G. Wise, E. P. Miller, John 
A. Howard, Charles F. Seelbach, A. W. Williams, Sec- 
retary. 

The Standard Uniform Contract, as prepared by 

I’. T. Giblin follows herewith: 

Standard Uniform Furnace Contract Blank. 
January 22, 1917. 
Proposal. 

John Soe, Chicago: 

For and in consideration of the sum hereinafter specified, 
the heating contractor hereby agrees to furnish and install 


Warm Air Heating Apparatus in......... owned by........ 
PaRIETAR) ocas css ceeSaaucend as follows: 
Furnace, 
eee No......... Warm Air Firnace........... with 
BBE SANG i kon Sabie keane registers and warm air pipes and 
MC Oo. mel C EWE RAS ee kab ab ~gswis os eaneke 6 


Rooms to Be Heated. 


Puce sacreeee se on first floor.........registers.........pipes 
Se ee on second floor.........registers.........pipes 
MES again wien ye on third floor.........registers........pipes 


Cold Air Duct, 

Cold air duct shall be made of..........size........and 
shall be furnished and erected by...............ccccccseces 
Mason and Carpenter Work. 

All other necessary mason and carpenter work shall be 
OEM ee ee ae eae s har cewG Sos Sb ako Sues EE 
Materials, Etc. 

All materials furnished shall be of the best quality used in 
such work, and shall be made and erected in a workmanlike 
manner 


Care. 

Furnace and connections to be entirely at purchasers’ risk 

of damage after furnace is ready for fire. 
Price. [ 

The heating contractor hereby agrees to furnish and 
erect the apparatus as above specitied, for the sum of 
uEacen UN AI RIAW AUR: occ ons coos 6 5 MICE so 2c. es 2 

The heating contractor will not recognize any agreement 
affecting this contract not contained herein. 

Executed in duplicate. 


SORE, coc cw anne sGehs duneeowean 
Title. 
The purchaser, in accepting this proposition, hereby 
agrees that until such sum of $......... or any obligation 


given therefor, shall have been fully paid, as herein provided, 
said furnace and the appurtenances thereto belonging, shall 
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be and remain as personal property and the title thereto shall 
remain in the heating contractor; and that upon breach by 
the purchaser thereof, of the conditions for the payment of 
such purchase price, or any part thereof, the heating con- 
tractor shall have full right, power and authority to enter 
upon said premises and remove the said furnace and ap- 
purtenances; and thereupon all payments which shall have 
been made by the purchaser thereon, shall be forfeited to the 
heating contractor, and shall be deemed to have been paid 
for the use of said furnace and appurtenances. The pur- 
chaser agrees to insure and protect the interests of the 
heating contractor from loss or damage by fire, exposure or 
otherwise. 
Fiue, Etc. 

The purchaser agrees to supply a good and sufficient 
chimney flue, and further agrees to tighten and protect alt 
loose fitting doors and windows, and to promptly report any 
defect in heating 

Acceptance. 

For value received the purchaser hereby accepts the fore- 
going proposition, agreeing to conditions stated, and agrees 
to make payment as herein specified. 

Executed in duplicate. 

Purchaser. 
PGA CASES eee cue iraer acl 
Guarantee. 

In consideration of the payment of the amount stated 
herein, the heating contractor hereby guarantees that the said 
furnace shall warm all apartments in which there are regis- 
ters connected with the furnace, to a temperature of 70 de- 
grees on first floor and 65 degrees on second floor, in zero 
weather, when the building is completed and occupied; pro- 
vided, however, that the furnace shall receive proper fuel 
(in size, quality and quantity), and proper attention; and be 
furnished with proper chimney flue and draft, and further 
provided, payment is made as above stated. Provided also 
that heating contractor shall kave right to make any change 
necessary to fulfill the guarantee; and provided, that pay- 
ment for furnace shall not be postponed because no zero 
weather occurs prior to date of payment. 


Heating Contractor. 
This was followed by the report of the Advertising 


Committee, as herewith: 
Report of the Advertising Committee. 

The report of your Advertising Committee up to date of 
June 6, 1916, is now a matter of record within this Associa- 
tion. 

You are aware of the vote taken in Cleveland on the 6th 
day of June, 1916, which was to the effect, that considering 
efforts, the majority of those in the room thought it necessary 
that a fund $50,000.00 should be raised, divided pro rata in 
accordance with accepted groupings of various manufacturers. 
The minutes of that day will show how many companies were 
represented. The expression of opinion was not only very 
general but seemed to be enthusiastically towards this idea. 
The $50,000.00 was to be used in two campaigns—during the 
fall of 1916 and the spring of 1917. Of this $50,000.00, $24,- 
180.00 was pledged within the room. There were a number 
present who, although they were in favor of the idea and 
anxious to lend their hand in carrying forward the advertis- 
ing scheme as proposed, nevertheless wished to take the mat- 
ter back to their home offices before definitely deciding. 

On June 14th two letters were sent out, one to the mem- 
bers of the Association who had not been present and the 
other a general letter to the people engaged in this industry 
who were not members and who were not present at Cleve- 
land. The object of these letters was to interest those who 
were not present, to the extent of getting their co-operation. 
Your Committee is embodying in its report herewith said let- 
ters. 

These two letters were supplemented by letters from our 
President along the same lines. 

In accordance with that vote taken on June 6th your Com- 
mittee immediately arranged for prospectus as to costs cover- 
ing about half of the voted $50,000.00 to be applied to the 
Fall Campaign, or a total of $24,618.42, made up in accord- 
ance with the attached memorandum. 

This schedule as herein set forth was most favorably 
commented upon by your Advertising Committee and it was 
decided to go ahead on this basis. 

On July 15th, there had been between $34,000 and $35,000 
of the total $50,000 subscribed. It had been understood by 
most of the companies subscribing for larger amounts that 
their subscriptions were contingent upon the $50,000 being 
raised in accordance with the vote of June 6th. 

Late in July, it became apparent that $50,000 would not 
be subscribed. Your Advertising Committee, by force of its 
Chairman and also your President, Mr. Green, did not take any 
action which would obligate them, pending the decision of the 
members and it became a question, whether or not $25,000 
as voted should be spent in the fall or half of the fund availa- 
ble should be spent in the fall. In accordance with that 
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thought, the Committee sent out on July 21st notification to 
the effect that $50,000 had been voted at Cleveland and only 
$34,000 pledged. The note further asked the question of sub- 
scribers, “Shall your Committee plan to spend $25,000 of these 
pledges this fall? Remember, if you vote ‘Yes,’ $25,000 of the 
total $34,000 pledged will have to be collected at once. The 
Committee is waiting. Please answer immediately.” In an- 
swer to this notification your Committee heard from thirty 
members, nine of them were indefinite or left the matter in 
the hands of the Committee. Fourteen voted in favor of not 
spending more than half of the $34,000, namely, $17,000. Seven 
voted for $25,000 being spent in accordance with the Cleve- 
Jand vote for the fall campaign. You can see by this that 
your Committee was at a loss as to how they had best pro- 
ceed. There were some who expressed themselves rather 
forcibly to the effect that they did not wish to spend anything 
unless the full $50,000 were available. 
Change in Draft of Campaign. 

On August 3rd, the Chairman notified the advertising 
agents that the first draft or plan of campaign would have to 
be materially altered. It became necessary on August &th to 
wire to subscribing members as follows: “It has been voted 
by a majority of ‘the Association members to spend $17,000 
this fall. If you are agreeable to this please wire today. We 
must proceed with campaign immediately or discontinue it 
altogether.” The reason for this urgent telegram was that 
we found ourselves in a position where we could not proceed 
and engage space because of lack of funds and the periodical, 
which seemed to the best judgment of the Committee, closed 
its forms thirty or forty days ahead. In answer to this tele- 
gram the majority vote showed that your Committee better 
go ahead and spend $17,000 for the Fall Campaign. 

Now this, of course, necessitated a great deal of cutting 
and slashing, and judging the value of the periodical by the 
answers received during our Spring Campaign of 1916, your 
Committee decided to use only the Saturday [:vening Post 
and to cut down the expense of dealer work about in half. 
On August 10th you received Bulletin Number | showing plan 
laid out for expenditures of about $16,000.00. 

It was necessary to cut out $2,556.00 worth of space in 
farm papers and about $5,500.00 from the original estimate for 
dealer work. Your Committee on August 10th went ahead 
with this plan. 

On August 23rd your Committee received notification 
from Mr. Wise regarding a number of payments which had 
not been made in accordance with the Cleveland vote and the 


‘Advertising Committee wrote, urging subscribers to make 


their payments promptly. 

About the first of September there was stilk $6,000 due 
and the Chairman was forced to notify Henri, Hurst & Mc- 
Donald that they were not to undertake any new obligations 
until a full report of the funds available had been received 
from Mr. Wise. 

This whole matter of delay had caused our first adver- 
tisement to appear somewhat later in September than had 
been originally planned and it seemed best to the Committee 
not to obligate itself or the Association unless it were abso- 
lutely necessary. It must be remembered that 1t was neces- 
sary for us to buy and pay for space engaged in the Saturday 
Evening Post in order to get cash discounts therefrom. The 
other obligations undertaken by your Committee could be met 
less promptly and the dealer-end of the campaign went for: 
ward in accordance with the plan already exhibited herein. 

Dealers Show Much Interest. 

In accordance with reports received from our Secretary, 
responses to our first advertising and circulars to dealers 
brought forth considerable enthusiasm in a large number of 
replies. 

It had. become necessary, in the meantime, to arrange for 
Post Office box addresses in New York and Boston. These 
were collected by the Chairman of the Advertising Committee 
and forwarded unopened to the office of the Secretary at Co- 
lumbus. We were anxious to devise ways and means by 
which inquiries would be answered promptly and this pro- 
cedure seemed best. 

Your Advertising Committee met at the LaSalle Hotel, 
Chicago, on September 12, 1916. There was present a full 
attendance with the exception of Mr. Leach of Boston. Presi- 
dent Green, Mr. Allen W. Williams and Mr. Henry Wick were 
also present. The progress of the advertising campaign, de- 
tails of what had been done and how matters were moving 
were laid before those gentlemen and favorably commented 
upon by them. 

All Inquiries Referred to Dealers. 

As far as your Committee knows there was only one com- 
plaint on the method practiced by your Secretary’s office in 
referring inquiries to dealer members, and that was to the 

effect that references should not be referred to more than 
one dealer member in a town or to more than one dealer in a 
town where we had no dealer member. This of course, is be- 
yond the ¢ontrol of your Committee or the Association. Your 
Committee has ruled that dealer members living up to the 
understandings and requests of the advertising campaign 
should have all inquiries possible referred to them. Further 
than that, it seems fair that certain dealers in other towns, 
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where we have no dealer members, should have inquiries sent 
to them, as your Secretary believed that such practice would 
create more or less interest. 

On September 30th your Committee received a note from 
Henri, Hurst & McDonald enclosing a very nice public notice 
as to what warm air heater manufacturers were attempting 
to do. This was printed and explained in Printers’ Ink. 

Mr. Williams immediately thanked these gentlemen in be- 
half of the Association for their interest and their co-opera- 
tion. 

There have been a number of letters received from dealer 
members saying that they had spent more than $25.00, and in 
some instances asking if our Association were going to carry 
forward this good work. 

On October llth, there was received from Mr. A. E. 
Wright a letter asking for information regarding our cam- 
paign, “How are local dealers going to co-operate, what kind 
of advertising copy they should use,’ and many other inter- 
esting questions. Mr. Williams ably and promptly answered 
Mr. Wright. 

What Philadelphia Installers Are Doing. 

On December 7th, your Committee received a letter from 
Mr. Williams saying that the local Association of Sheet Metal 
Contractors in the City of Philadelphia had taken up the mat- 
ter of local advertising in a very earnest way. They asked 
to be supplied with five hundred copies of booklets. They 
had decided to spend a considerable fund in street car adver- 
tising. Such requests as they made to your Secretary were 
promptly replied to and they, too, were written and thanked 
for their able support and co-operation. Your Committee 
thought it best to supply them with such printed matter and 
other supplies as they might demand, at no cost to them. 

It seems to your Committee, Gentlemen, as if all that 
could be done with so small an available fund has been done. 
We have at least kept the interest of dealers alive and we 
have not thrown away such efforts as were made last spring 
along these same lines. It is my firm belief that this campaign 
or this principle should be closely and enthusiastically fol- 
lowed by the members of this Association. 

In closing your Committee trusts that its efforts have been 
along lines which meet with the approval of subscribing mem- 
bers and the Committee wishes to express its appreciation of 
the very hearty, earnest co-operation and material aid which 
has been given to it by President Green and Secretary Wil- 
liams. Respectfully submitted. William G. Wise; John A. 
Howard; Edward Norris; D. Rait Richardson. 


Chairman D. Rait Richardson and Mr. Henri, of 
the advertising firm in charge of the Campaign, spoke 
after the reading of the Advertising Committee’s re- 
port, and as a result it was announced that no doubt 
the entire amount of $50,000 would be subscribed, 
a large portion of the balance being taker care of 
during the meeting. 

Adjournment was then taken for luncheon in an 
adjoining room, after which J. M. McHenry, De- 
troit, Michigan, Chairman of the Committee on 
“Building Code and Legislation” discussed the report 
of his Committee, which recommended that the fol- 
lowing code be adopted, his motion being favorably 
acted upon, this code thus standing as the association’s 
official model for warm air heating ordinances in 
cities 

Code Regulating the Installation of Warm Air Heaters. 

Article 1.—Meaning of the Term Warm Air Heating Plant. 


Warm air heating plants to which this ordinance refers 
and is intended to cover consists of one or more furnaces ot 
heaters enclosed in sheet iron or brick casing which togethe 
with necessary appurtenances thereto, consisting of warm air 
pipes and fittings, cold air pipes or boxes and fittings, smoke 
pipe and fittings, registers, borders, and face plates, the same 
being intended for heating building in which they may be 
installed. 

Article 2.—Certified Heating Contractors. 

Section 1—It shall be unlawful for any person, company 
or corporation to attempt to install or remodel warm air heat 
ing plants in buildings within the corporate limits of the 


City of — ——, unless such person, company or corpora 
tion shall have first applied to and received from the Building 
Commission of the said city a certificate or a renewal of cer- 
tificate authorizing such person, company or corporation to 
engage in or perform the class of work which this ordi- 
nance is intended to regulate. Any person, company or cor- 
poration guilty of violating the spirit of Section 1 of Article 
2 shall upon conviction be subject to a fine of not less than 
———— dollars, or more than dollars. 

Section 2.—Any responsible person, company or corpora 
tion may apply to and receive from the Building Commis 
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sion of said City a certificate authorizing such person, com- 
pany or corporation to engage in the business of installing or 
remodeling warm air heating plants for the term of one year 
from date of issue, provided, however, the applicant presents 
to the Building Commission satisfactory evidence of ability 
to figure and install warm air heating plants in accordance 
with ‘the requirements of this ordinance. 

For each and every original certificate issued by the 
3uilding Commission, the recipient thereof shall pay into the 
Treasury of the City the sum of dollars, and for 
annual renewals thereof the recipient shall pay the sum of 


———— dollars. 
Article 3.—Permits. 

Section 1.—Before proceeding with the installation of a 
new or remodeling an existing warm air heating plant a cer- 
tified heating contractor shall apply to and obtain from the 
Department of Building Inspection, a permit to proceed with 
such work. 

It shall be unlawful for any person, company or corpora- 
tion to install or remodel a warm air heating plant without 
first obtaining from the Department of Building Inspection 
a permit therefor. 

Application Blanks—Fees. 

Section 2—Application for permits to proceed with the 
installation of or remodeling existing warm air heating plants, 
shall be made on blanks to be furnished by the Department 
of Building Inspection. 

No permit for installing or remodeling warm air heating 
plants shall be issued until the applicant shall have paid the 
Treasury of the City fees to wit: 

For each new furnace installed or old one reset, the sum 
For each and every warm air register 
For each 


of ————_____—_. 

connected therewith the sum of — 

cold air pipe connected therewith the sum of —— 
Inspection. 

Section 3.—Reports on the installation or femodeling of 
warm air heating plants and the inspection thereof shall be 
made in the following manner: Viz., when the installation or 
remodeling shall have progressed to the point where all pipes 
or boxes have been placed in walls or partitions, the heating 
contractor shall by written notice so inform the Department 
of Building Inspection. Upon receipt of said notice the. said 
Department of Building Inspection shall cause the material 
used and workmanship involved, to be thoroughly inspected 
by a competent Inspector. If upon inspection it is found the 
the material used and the workmanship ipsa with the 
requirements of this ordinance, and rules or regulations 
adopted by the Building Commission, a certificate of approval 
shall be attached to each pipe or box installed. If, however, 
it is found that the material used, or the workmanship in- 
volved, fails to comply with the requirements, the Inspector 
shall in that event by written notice so inform the heating 
contractor, who shall without delay proceed to make required 
changes. Failure upon the part of the heating contractor to 
respond promptly to the said notice will be deemed an act in 
violation of the terms of this ordinance. 

Final Inspection. 

Section 4.—Immediately following the complete installa- 
tion of new, or remodeling of existing warm air plant, the 
heating c contractor shall by written notice so inform the De- 
partment of Building Inspection whereupon the said Depart- 
ment shall cause the plant to be immediately inspected by a 
competent inspector. If it is found that the terms of this 
ordinance have been complied with, there shall be affixed to 
the furnace a certificate of approval. In the event, however, 
it is found that the terms of this ordinance have been violated, 
the Inspector shall by a written notice so inform the heating 
contractor, which notice shall be deemed a proper demand 
upon the heating contractor to, without delay, proceed to 
make required changes. Failure upon the part of the heating 
contractor to act promptly will be deemed an act in violation 
of the terms of this ordinance. 

Article 4.—Concealing Pipes or Register Boxes. 

Pipes or register boxes set in unfinished walls or parti- 
tions shall not be lathed, plastered, ceiled or otherwise con- 
cealed unless a certificate of approval shall first have been 
affixed to such pipe or box, by the authority of the aforesaid 
department of inspection. 

It shall be lawful for the aforesaid department or its au- 
thorized representative to remove or cause to be removed 
any material that may be used to conceal pipes, fittings or 
boxes set in walls or partitions prior to inspection. 

Article 5.—Round Basement Pipes. 

Section 1—Round basement pipes for connections be- 
tween casings of furnaces or heaters and register boxes or 
riser pipes having diameters of ten inches or less shall be 
made of I. C. or heavier bright tin, or 27 gauge United States 
Standard galvanized iron. Those having diameter of twelve 
inches or more, shall be made of I. K. bright tin or galvanized 
iron, not lighter than 26 gauge U. S. Standard. 

Section 2—B asement pipes forming connections between 
furnace or heater casings and register boxes or riser pipes, 
shall have runs horizontal of not less than two feet between 
the casing collar and the register box or riser pipe. Round 
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basement pipes shall be fitted with dampers, so placed as to 
be easily accessible for manipulation. Should warm air pipes 
pass through brick, tile or cement partitions or walls, they 
shall be surrounded by metal thimbles having diameters of 
not less than one inch more than the diameters of the said 
pipes. Should warm air pipes pass through wooden walls or 
partitions, they shall be provided with ventilated or safety 
thimbles. 

All wood within four inches of and exposed to radiation 
of heat from round heater pipes shall be shielded or protected 
by sheets of tin or galvanized iron, with lining of asbestos 


sheeting. 
Article 6.—Smoke Pipes. 


Section 1—Should smoke pipes pass through wooden 
walls they shall be provided with ventilating or safety thim- 
bles with inside diameter at least two inches greater than the 
diameter of the smoke pipe. The smoke pipe opening through 
the thimbles shall have guides or braces, so arranged as to 

maintain an open space of one inch entirely surrounding the 
smoke pipe. 

There shall be a space of not less than six inches between 
any smoke pipe and exposed wood or plastered wooden walls 
or other combustible partitions. All exposed wood or wood 
covered with plaster that may be within twelve inches of 
smoke pipes shall be shielded or protected by coverings of tin 
or galvanized iron with lining of asbestos sheeting. 

Article 7.—Stacks and Registers. 

Section 1—Warm air conductor pipes, register boxes or 
fittings to be set in wooden walls or partitions, together with 
boots or foot pieces to be used in connection therewith, shall 
be double and so constructed as to maintain a continuous air 
space of at least five sixteenth (5/16) of an inch between the 
outside and inside sections of same. The aforesaid pipes, 
boxes, fittings and boots shall be made of bright coke tin or 
other metal which for the purpose is of equal efficiency. 

Wall Pipes, Boxes and Registers. 

Section 2.—Stacks or riser pipes intended to conduct 
heated air to the second or third story shall be equal in cross 
section area to at least two-thirds of the cross section area 
of the round basement pipes intended for connection there- 
with, provided, however, that the aforesaid stacks or wall 
pipes have no offsets to exceed four inches between the boot 
and the register boxes. Should wall pipes have offsets in 
excess of four inches between the boot and the register box, 
they shall be equal in cross section area to four-fifths of the 
round basement pipes intended for connection therewith. 

: Wall Stacks. 

Section 3.—Wall stacks in new buildings intended for 
connection with basement pipes having diameter of ten inches 
or more shall have inside depths of not less than five inches. 

Securing Stacks. 

Section 4.—Wall Stacks, wall boxes and fittings to be 
used therewith shall be secured in place by means of lugs or 
metal strips attached firmly to the outer walls of pipes, boxes 
or fittings, which lugs or strips shall, by nailing or otherwise, 
be firmly secured to the studding. It will not be permissible 
to drive nails or other fastening from the inside of pipes 
through to the studding. 

Wall Register Boxeg. 

Section 5.—First floor wall register boxes shall equal in 
cross section area that of the round basement pipe intended 
for connection therewith. 

Registers. 

Section 6.—Warm air registers shall have free and open 
area of at least ten per cent in excess of the cross section 
area of the round basement pipes to be used in conjunction 
therewith. 

Article 8.—Cold Air Ducts. 

Section 1—By the term Cold Air Ducts, as used in this 
or other sections of this ordinance, is meant the pipes, boxes 
or ducts, through which air necessary for any warm air heat- 
ing plant is admitted to the furnace or heater. The cold air 
for warm air heating plants may be taken from outside or 
from within the buildings in which such plants may be in- 
stalled, or it may be taken partially from outside and partially 
from within; in no case, however, shall the cold air be sup- 
plied from any basement, cellar, or furnace room. The cold 
air for any warm air heating plant shall be conducted to the 
furnace or heater through galvanized iron, brick or tile pipes 
or boxes, the joints of which shall be dust proof or dust tight. 

Area Cold Air Ducts and Faces. 

Section 2.—The cold air duct as component of any warm 
air heating plant for which the air is to be supplied from out- 
side, shall be equal in cross section area to at least seventy- 
five per cent of the total cross section area of all the round 
warm air pipes connected with the said plant. Should the air 
be taken from within, or partially from within and partially 
from outside the building involved, the cross section of the 
cold air duct or ducts shall equal the total cross section area 
of all the round warm air pipes connected with the plant. The 
free open area of faces that may be used in conjunction with 
cold air ducts shall be at least ten per cent in excess of the 
cross section area of the said ducts. 
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Article 9.—Provision for Reyister Boxes and Stacks. 

The superintendent, architect or contractor of any build- 
ing in which a warm air heating plant is to be installed shall 
make ample provision in construction of walls, partitions, 
floors, etc., for the reception of register boxes and riser pipes 
which are to be set in such walls, partitions, floors, etc., of 
such building. Neglect or failure upon the part of the afore- 
said superintendent, architect or contractor to provide for 
the reception of boxes and pipes, shall be deemed an act in 
violation of these requirements of this ordinance and the par- 
ties or party responsible for said violation will upon convic- 
tion be subject to the penalty hereinafter prescribed. 
Article 10.—Rules for Estimating Warm Air Pipe Requirements. 

Section 1—The rules herewith mentioned shall be ob- 
served in estimating warm air pipe requirements. To use 
pipes extending from the furnace of less area than these rules 
require will be deemed a violation of the terms of this or- 


dinance. 
Pipe Requirements for 70 Degrees Fahrenheit. 


Section 2—In no case shall warm air pipes extending 
from furnace be less than eight inches in diameter. 

To find the area of warm air pipes leading from furnaces 
through which heat is to be distributed to building or rooms 
contained therein requiring the maintenance of temperature 
of 70 degrees Fahrenheit with the outside temperature at 
zero, the following rules are to be used, viz.: 

To the area of outside doors and windows expressed in 
square feet, add one tenth of the area of outside wall sur- 
face as expressed in square feet, multiply the result thus ob- 
tained by seventy-five. To the result thus obtained, add an 
amount equal tothe total cubical contents of the building or 
room as expressed in cubic feet; divide the result thus found 
by eighty. The result thus obtained will equal the sectional 
area of the warm air pipes expressed in square inches. 

Pipe Requirements for 65 Degrees. 

Section 3.—The foregoing rule (Section 2, Article 10) 
shall be observed with the single exception that the numbex 
one hundred shall be used as divisor instead of eighty. 

Trunk Lines. 

Section 4.—The use of trunk line systems is permitted, 
provided, however, that the area of the main line shall be 
equal in sectional area to the combined sectional area of all 
branches to be @ipplied. 

Article 11.—Furnace Casings. 

Section 1.—Furnaces shall be incased in brick or galvan- 
ized iron casings. The bodies of galvanized iron casings shalt 
be lined with sheet iron or tin and an inner lining of asbestos 
sheeting. 

Lecaticon of Furnace. 

Section 2—Any furnace or heater to be installed as a 
component of a complete warm air heating plant shall be set 
or erected at or near the center of the piping in the base- 
ment of the building in which it is to be installed. The archi- 
tect, owner, agent or builder shall make all necessary pro- 
visions for the location of furnace or heater as hereinbefore 
specified. 

Section 3.—No exposed wood or wood covered with plas- 
ter shall be placed within twelve inches of the space allotted 
to or provided for any furnace or heater and the casing sur- 
rounding the same. 

There shall be a distance of not less than sixteen inches 
between the top of any heater and the ceiling above it and 
a distance of not less than six inches between the top of any 
metal casing and the ceiling above, unless, however, the ceil- 
ing is non-combustible. The tops of metal casings shall be 
covered with sand to the depth of not less than one inch. 

Penalties. 

Excepting where otherwise specified, the penalties for 
violating this ordinance shall be, at the discretion of the 
Building Commission, a permanent or temporary suspension 
of certificate. 

Application for Permit. 

The undersigned hereby makes application for permit 
Oe oo) Er ee warm air heating plant or plants in 
EPR ES NRO VUE oii 2) Nise eel ici te ance ee o3SGS wig ecel bias © a cevacbi¥.ne 618960 

LOREM INE Rane CA Cr sneha aba Fuse ears Fd sine ob meeaees 

GER GIS GENE CC Vel Sa A en ac er re 

Manufacturer’s Number on Furnace.................... 

Average Diameter Firepot Se Pewee e ors 

Average Sectional Area Firepot......... 

Number Warm Air Pipes attached to each. 

Combined Sectional Area Warm Air Pipes.......... y 

Wo ick ise ndasceunsasncvurs 


Area Cold Air Pipes: tnside:. i.3.cc....; Outside... .: 
PE OTNA IEE easy esc ee aoa bos oe 
PAB TESS Y CAE ES Bo roia ein \.o5sse «vr opaduelesiaedis,e's 
FL) 1 oe Certificate Number........... Date of 
Certificate... 2.2... Permit Number........ Daten i2G0s2s 
The above permit is hereby granted this............ day 
Mii tecd vag oun se eres aes , 19.... The receipt of fee amount- 
TIDE Orit aries testicle a croiatinte, nS is hereby acknowledged. 


Department of Inspection. 
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The Committee on Building Code and Legislation 
is composed of Mr. McHenry, A. W. Glessner, A. O. 
Jones and Fred Will, Jr., and many expressions of 
appreciation of the important work they had _ per- 
formed were made during the discussion. 


The following were present: 
List of Those Present. 
W. T. Strangward, of Walworth Run Foundry Com- 
pany, Cleveland, Ohio. 
C. E. Sweeney and Warren W. Brown, of Victor Stove 
Company, Salem, Ohio. 
Secretary Allen W. Williams, Columbus, Ohio. 
A. K. Kimmel, of The Youngstown Furnace Company, 
Youngstown, Ohio. 
George S. Auer, of Auer Register Company, Cleveland, 
Ohio. 
Charles Esterly, of Buckeye Furnace Company, Cleve- 
land, Ohio. 
Fred F. Noll, of The Mahoning Foundry Company, 
Youngstown, Ohio. 
C. H. Bishop, Chicago. 
W. P. Cooke, of Monroe Foundry & Furnace Company, 
Monroe, Michigan. 
J. M. McHenry, of Detroit Stove Works, Detroit, Michi- 
gan. 
G. DeForrest Kinney, of Culter & Proctor Stove Com- 
pany, Peoria, Illinois. 
W. A. Cooper, of Globe Stove & Range Company, Koko- 
mo, Indiana. 
George P. Heckler and Louis J. Heckler, of Heckler 
Brothers, Pittsburgh. 
kk. P. Miller, of Lennox Furnace Company, Marshalltown, 
lowa. 
D. Rait Richardson, of Richardson & Boynton Company, 
New York City. 
W. G. Wise, of Wise Furnace Company, Akron, Ohio. 
William Clerkin, of Taplin-Rice-Clerkin Company, Ak- 
ron, Ohio. 
J. H. Robinson, of Hart & Cooley Company, New Britain, 
Connecticut. 
R. A. Zulick, of May-Fiebger Company, Akron, Ohio. 
I, W. Walker and V. C. Walker, of Columbus Heating 
& Ventilating Company, Columbus, Ohio. 
A. W. Glessner and C. E. Glessner, of The Excelsior 
Steel Furnace Company, Chicago. 
A. Ward and H. Burnison, of The McClary Manufac- 
turing Company, London, Ontario. 
F. H. Williams, Buffalo, New York. 
*, J. Huff, of The Dover Wood Face Company, Dover, 
Ohio. 
D. Meyer, of The Meyer Furnace Company, Peoria, 
Ilinois. 
John A. Howard, of Beckwith Company, Dowagiac, 
Michigan. 
O. B. Henri, of Henri, Hurst & McDonald, Chicago. 
Henry Wick, of Fox Furnace Company, Elyria, Ohio. 
F. Will, Jr., of Sill Stove Works, Rochester, New York. 
R. C. Cook and W. L. Dawbarn, of Thatcher Furnace 
Company, New York City. 
Edward A. Norris, C. F. Hodges and James Doherty of 
Utica Heater Company, Utica, New York 
R. S. Wood, of Fuller & Warren Company, Troy, New 
York. 
IK. B. Langenberg and A. L. Mackinnon, of Haynes- 
Langenberg Manufacturing Company, St. Louis, Missouri. 
George Harms, of I. Meyer & Brother Company, Peoria, 
Illinois. 
H. V. Bayse, of American I‘urnace Company, St. Louis, 
Missouri. 
H. W. Symonds, of Symonds Register Company, St. 
Louis, Missouri. 
Walter Wimmer, of Wrought Jron Range Company, St 
Louis, Missouri. 
W. D. Cover, of Schill Brothers Company, Crestline, 
Ohio. 
W. FE. Lamneck, of The W. E. Lamneck Company, Co- 
lumbus, Ohio. 
G. J. Close, of The Art Stove ompany, 
gan. 
Edwin A. Scott, New York City 
F. T. Giblin, of Giblin Company, Utica, New York 
Edwin L. Seabrook, Secretary of the National Associa- 


—_ 


Detroit, Michi- 


tion of Sheet Metal Contractors, Philadelphia 
H. K. Woodcock, of Hood Furnace & Supply Com- 

pany. Corning, New Yor] 

O. A. Kevser, of The Dennison Foundry & Machine 
Company, Dennison, Ohi 

F. J. Hoersting, of Hoersting & Holtmanr, Dayton, 
Ohio. 

John H. Hussie, of John HH. Hussie Hardware Company 
Omaha, Nebraska. 

George G. Fischer and Robert A. Patton, of Abram C« 


Stove Company, Philadelphi: 








Daniel Stern, of AMERICAN ARTISAN, Chicago. 
W. A. J. Warnement, shorthand reporter, Cleveland, 


Ohio. 
T. E. Henry, of Henry-Miller Foundry Company, Cleve- 


fand, Ohio. — 
Anton Ohnemus, of Excelsior Stove Manufacturing 


Company, Quincy, Illinois. 

Charles E. Seelbach, of Forest City Foundry and Manu- 
facturing Company, Cleveland, Ohio. 

W. D. J. Metzger, of Columbian Hardware Company, 


Cleveland, Ohio. x. ; a 
John D. Green, of Detroit Stove Works, Detroit, Michi- 


gan. 
Cribben & Sexton Company. Chicago, and Moore Broth- 
ers Company, Joliet, Illinois, were represented by proxy 


CONVENTIONALITIES. 

George Harms, President of the National Associa- 
tion of Sheet Metal Centractors and Secretary of F. 
Meyer & Brother Company, Peoria, Illinois, left at 
the close of the meeting for Palm Beach, Florida, 
where he will spend two months with his wife and 
daughter. 

W. D. J. Metzger, salesmanager of the register de- 
partment of the Columbian Hardware Company, 
Cleveland, Ohio, was much in demand during the re- 
cess for luncheon, as he was distributing a unique 
souvenir in the form of a patented egg shaped ink 
fountain, made of aluminum and collapsible. 


of Commerce spoke. 
+o 


OPPORTUNITY TO BUY COLD AIR FACES 
AT REDUCED PRICES. 


It is announced by the V. A. Smith Company and 
the John Westwick & Son Company, that during the 
days from February 9 to 23 inclusive, installers of 
warm air heating apparatus will have an opportunity 
to secure a supply of wood cold air faces at greatly 
reduced prices. The Companies state, however, that 
this unusual offer does not establish a precedent, so 
far as these low prices are concerned, and that orders 
will not be accepted after the date given except at the 
regular prices. Dealers and installers who wish cata- 
logs or any other information about this special offer 
or about the complete line of warm air heaters and 
supplies, should write to the V. iA. Smith Company 
and the John Westwick & Son Company, 213 West 
Lake Street, Chicago. 

sissbsliiplapcintinritadiinianens 
F. MEYER & BROTHER COMPANY TO 
DOUBLE CAPACITY OF PLANT. 





I’, Meyer & Brother Company, Peoria, Illinois, man- 
ufacturers of “Handy” warm air heater pipes and fit- 
tings, are doubling the capacity of their plant. Two 
stories are being added to their present factory build- 
ing, making it six stories sigh, 60x130 feet, and an- 
otser building, six stories, *ox45 feet, will also be con- 


structed. 
shitatinancicitaibiaes 


WOOD GRILLS FOR COLD AIR FACES AND 
OTHER VENTILATION PURPOSES. 





For cold air faces and other ventilation purposes, 
wood grilles are exceptionally adapted because of the 
various positions in which they may be installed and 
because they can be finished to match the surrounding 
woodwork, making them a harmonious part of the 
interior finish. The manufacturers of the Dover 
Wooden Faces specialize on plain oak grilles, althcugh 
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their facilities are said to be such that they can give 
remarkable values in other woods. Various shapes 
are made for use under stairways, in walls, fireplaces, 
floors, hall seats or window seats, an illustration of 
the last type being shown herewith. According to 
the manufacturers, the variety of wood grilles is un- 
limited: They can be made in any size and almost 
any shape, and if the customer’s wants are not satis- 
fied by either the standard or general list, he can have 














Dover Wooden Face in Window Seat. 


his requirements filled by a special order. Fancy 
woods, such as cherry, walnut, bird’s eye maple, curly 
maple, curly birch or quartered oak can be used if 
desired, and each grille is said to embody the best 
grade of wood and workmanship. Prompt shipments 
aie assured, and full details can be obtained from the 
Dover Wood Face Company, Dover, Ohio. 





ROCK ISLAND REGISTER COMPANY TO 
DOUBLE ITS PLANT. 


The Rock Island Register Company, Rock Island, 
Illinois, have found it necessary to double the capacity 
of their plant, owing to their increasing business on 
“Streakproof” sidewall registers. 


+. 


WARM AIR HEAT IS ONLY CORRECT METHOG 
OF HEATING. 





‘rom a physician’s standpoint there is only one cor- 
rect method of heating, and that is by the indirect 
warm air furnace method, properly installed and with 
a provision for producing a proper degree of humidity. 
After a careful study I am compelled to condemn all 
direct methods of heating by radiators located in the 
rooms.—B. G. Long, M. D., Buffalo, N. Y. 


2@-> 
> 


PARAGRAPHS. 








The LaPlant Company, C. H. Jones, President, 
manufacturers of warm air heaters, Marshalltown, 
lowa, will build a 2-story foundry addition 6oxgo 
feet, costing $6,000. 

The Holwerda Heating Company, Grand Rapids, 
Michigan, has filed a certificate of co-partnership. 
The Company is composed of George H. Holwerda 
and Jacob Holwerda, both of 820 Sherman Street. 

The Nicholson Furnace Company, New York City, 
has been incorporated for $200,000 to manufacture 
warm air heaters, stoves, etc. The incorporators are 
George H. Harman, Jesse J. Fry and Louis T. Hop 
kins, all of New York City. 
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~ PRACTICAL HELPS FOR THE 
TINSMITH 


PATTERNS FOR OBLONG ELBOWS AND have the pattern. The piece which falls off this cut 
OFFSETS. will be your pattern for your other piece. 

















In Figure 2, we have another oblong elbow, but 

BY O. W. KOTHE. here the section runs crosswise instead of lengthwise 

The problem of elbows of different shapes and as in the first one. This makes the elevation the same 
designs are always interesting to our tradesmen; that appearance as a round elbow, only the section “B” is 
is why they are inserted from time to time, even different. After your miter line is established, pick 
though they appear to be alike. Some of the trades- your stretchout from the half section “B’ and step 
men always find an interest in them and special help. it off at right angles as shown. After this continue 
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Pattern 
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Development of Patterns for Oblong Elbows and Offsets. 











So it is with these oblong elbows: The one shown in the same as in above elbow. It will be noted in this 
Figure I, is mostly used in warm air heater wall stack pattern the straight portion of section as represented 
work, where the wall stack must make a turn. Of in stretchout, is a horizontal line, while in the pattern 
course an angle which would not’be square would be for Vigure 1 it forms a slant straight cut. This will 
laid out in the same way as here shown. So first show you the difference in placing the section for your 
draw your half section “A” and divide the quarter elbow. 
circles into equal spaces. Then run up your lines to In Figure 3 we have an offset where the section of 
the miter line 1’-8’.. This miter line will naturally the pipe must be oval. The same rule holds good in 
change with the angle of your elbow if it is not square. laying this out as with your elbows. The main idea 
Next, pick the stretchout from the half section “A” js to place your section “C” right and then establish- 
and step it off at right angles to your elevation as I-I. ing your miter line right. After this is done, the pat- 





Then pick your spaces and step them off also and tern itself if laid out as shown must come out right 
erect your stretchout line after which project over and be accurate. 

points from all points in miter line, until they cut —______-+0+— _ 

lines of similar number in stretchout as 1’, 2’, 3’, 4’, Success is the one sin some people refuse to ‘or- 


etc. Draw your line through these points and you give in their friends. 
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MOVEMENT TO SECURE REAL VOCATIONAL 
EDUCATION IN ILLINOIS IS 
PROGRESSING. 


Krom the following article by William L. Chenery 
which appeared in a recent issue of the Chicago 
Herald, it will be seen that the movement to secure 
adequate Vocational Education facilities is making 
progress. 

It will be remembered in this connection that Mr. 
Daniel Stern, publisher of AMERICAN ARTISAN, has 
taken a prominent part in the work of organizing the 
sheet metal contractors and others engaged in the 
building trades for the purpose of having a state law 
passed in Illinois providing for real Vocational Edu- 
cation. Reports of two meetings held during the 
summer of 1916 will be found in the issues of July 
15th and August 12th of this publication on pages 
34 to 38 and 38 to 40 respectively. 


Mr. Chenery’s article follows: 
Vocational Education. 

Illinois’ attempt to inaugurate an adequate system of vo- 
cational education is nearer success than ever before, accord- 
ing to the estimate of William J. Bogan, Principal of the Lane 
Technical High School. Mr. Bogan, himself a practical ds 
well as an academic leader in this essential movement, writes 
as follows: 

“When prz ution: men of the industrial world began to 
realize chat the public schools were not turning out a product 
suited to business needs they decided to protest. Up to that 
time it had been considered bad form for anyone to suggest 
that the schools were not doing all that the founders claimed 
for them. It was even considered un-American to criticise. 


“The business man destroyed this sentiment. When he 
knew what he wanted he proceeded to get it. Unfortunately 
for himself he was lopsided in his thought. He considered 
his own needs to the exclusion of the needs of others. He 
proceeded to get vocational education, but in the wrong way. 
Nearly everyone believed in it, but many were suspicious be- 
cause of the plans made for it by the business interests. 

The Old Cleavage. 

“From the first there was a division of forces. The 
industrial interests played up efficiency and a narrow type of 
industrial training. The talk then was all of industry rather 
than of vocation. Industrial leaders ridiculed the old fogies 
of the public schools. Organized labor was suspicious of 
everyone. At first it stood aloof, but gradually the labor 
leaders began to advocate vocational education, with emphasis 
upon culture and good citizenship. 

“The business interests accused the teachers of playing 
with indusf¥ial elements. They said that teachers knowing 
nothing of industry or business ‘should not take charge of this 
new education founded on industry. They insisted that the 
needs of business should determine the iype of education and 
the method of control. 

“The result of the disagreement in Illinois was that each 
group fought the other group before the legislature at Spring- 
field. And the legislature, only too glad of an excuse for 
avoiding a row, said: ‘You must unite in Chicago. Don’t 
bring your quarrels here.’ 

Enter the City Club. 

“Taking this hint, the City Club committee on education 
last March called a conference on vocational education legis- 
lation to meet under the auspices of the Vocational Education 
Association of the Middle West. This conference authorized 
the president, Professor Frank M. Leavitt, to appoint a small 
committee to make arrangements for a larger conference. 

“After several informal meetings during the summer a 
committee consisting of Professor Frank M. Leavitt, Pro- 
fessor Nathaniel Butler and the writer was requested to draw 
up a set of principles that might serve as a basis for discus- 
sion at a larger conference. After this task was accomplished 
a small group of delegates representing the leading organ- 
izations that had fought so bitterly at Springfield was called 
into conference. 

“The most difficult task was to harmonize the theories of 
the Commercial Club of Chicago and the Illinois State Fed- 
eration of Labor. It was felt that if these two organizations 
could agree on a set of principles it would be easy to line up 
the other organizations of the state. The task was not easy. 

“Vive minutes after the meeting was called to order the 
old question of unit versus dual control was up for discussion. 
The labor delegate stated clearly the stand of the Illinois 


50 AMERICAN ARTISAN AND HARDWARE RECORD 





January 27, 1917. 


State Federation of Labor ‘on the matter of vocational educa- 
tion.’ His organization would not approve of any bill that 
did not give control to the regular board of education. Nor 
would it approve of any bill that provided for a separate state 
vocational education board. 

A Compromise Plan. 

“Representatives of the Commercial Club said they would 
be satisfied with any kind of efficient vocational education, but 
that in their opinion it was a waste of time and energy to 
attempt to secure such a type under the regular board of edu- 
cation, already overloaded with duties. Therefore they wished 
to have a separate board, which would be appointed by the 
regular board but would be coordinate in power with it. In 
other words, they would accept the Wisconsin plan. 

“Most of the other delegates insisted that it was possible 
to secure an efficient type of vocational education under the 
regular public school system. 

“At the next conference a modification of the original 
principles was made that seemed to satisfy the warring inter- 
ests. This new section provides for efficiency by giving the 
power of initiative to the vocational committee or commission, 
while it keeps the unit principle intact by giving the regular 
board: (1) The power to appoint the vocational committee 
members; (2) the power to appropriate money, and (3) the 
right to veto the acts of the vocational committee. 

The Federal Goad. 

“The integrity of the unit system for the state is provided 
for by the clause which authorizes the establishment of a 
state board of education, this board to direct all types of edu- 
cation, vocational as well as the regular. 

“As the result of a long discussion the delegates finally 
agreed upon the principles as revised. At present the passage 
of a satisfactory law seems probable. Philosophers, however, 
will be prepared for the worst, for the advocates of a unified 
system are as skittish as colts when separation of any kind 
is referred to; and those of the opposition, whose slogan is 
‘separation for efficiency,’ are doubtful of the ability of the 
schools to meet the needs of modern industry. 

“The Smith-Hughes law, however, which provides for 
federal aid, ought to solve the problem of efficiency, for no 
federal money will be granted unless the state maintains voca- 
tional schools of a high degree of efficiency.” 





VENTILATORS PROVE WORTH ON FARM 
BUILDINGS OF EVERY CHARACTER. 





Neither man nor beast can work at the highest 
and proper ventilation, it 
will be conceded, is abso- 
lutely essential to health. 
Exhaustive tests and nu- 
merous experiments have. 
demonstrated to stock own- 
ers that fresh air is one of 
the greatest necessities for 
‘he preservation of the 
health of cattle, and every- 
body knows that the healthier the cattle, the more 
profit the owner makes. Successful farmers and 
dairymen everywhere are using ventilators because 
they know their value, and Globe Ventilators are said 
to be extensively specified for barns, stables, cream- 
eries, silos and other farm buildings of every char- 
acter because of their strong, efficient construction. 
Made of heavy galvanized iron, they are claimed to be 
practically time proof, for if painted as often as the 
other portions of the buildings, they will last as long 
as the building stands. According to the manufac- 
turers, Globe Ventilators remove all superheated and 
impure air, odor and moisture, keeping the inside air 
pure and dry. They have no moving parts, and are 
claimed to be stormproof as no snow or rain can 
enter the flue, which is obviously a great advantage 
at this time of the year. Further particulars, together 
with size and price lists, can be obtained by address- 
ing the Globe Ventilator Company, Department H. 
Troy, New York. 


efficiency without health, 





Globe Ventilator. 
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OHIO SHEET METAL CONTRACTORS WILL 
MEET DURING THE NATIONAL 
CONVENTION. 





It has been decided that the Ohio Sheet Metal Con- 
tractors’ Association will have one day—Thursday— 
during the week of the National Convention which 
is to be held in Cleveland during the latter part of 
June. 

On that day the Ohio contractors will transact their 
state business, elect officers, etc. 


CLEVELAND SHEET METAL CONTRACTORS 
PLAN FINE ENTERTAINMENT FOR 
NATIONAL MEETING. 








At a conference held Tuesday, January 23 between 
officers of the National, Ohio, and Cleveland Sheet 
Metal Contractors’ Associations, it was decided to 
leave all arrangements for the coming National Con- 
vention, which is to be held.in Cleveland in the latter 
part of June, in the hands of the Cleveland Enter- 
tainment Committee, of which A. W. Howe, of the 
J. M. & L. A. Osborn Company, is Chairman. 

A large fund is being collected by this Committee 
and an exceptionally fine entertainment is being 
planned. Owing to the central location of the Con- 
vention City, it is confidently expected that all rec- 
ords of attendance will be broken. A huge banquet 
will be a feature of the program at which it is ex- 
pected that 1500 will be present. 


.e-> 


CINCINNATI SHEET METAL CONTRACTORS 
ELECT OFFICERS FOR 1917. 








At the Annual Meeting of the Sheet Metal Con- 
tractors’ Association of Cincinnati, the following of- 
ficers were elected: 

President—Edward F. Anspach. 

Vice-president—E. L. Gibson. 

Secretary—John S. Henggler. 

Treasurer—Charles Kobmann. 

Trustees—John Steigel, Ferdinand Doepke and A. 
Fahrle. 

Publicity Chairman—C,. L. Smith. 

John Weigel and C. L. Smith were appointed to 
serve as a committee for the Annual Dinner of the 
Association to be held in March, which the wives of 
the members will also attend. 








SOLDERING AUTOMOBILE RADIATORS. 





The following letter will be of interest to sheet 
metal workers many of whom will have occasion to 
do repair work on automobiles: 

To AMERICAN ARTISAN: 

Replying to the inquiry from the Haas-Schuenk 
Hardware Company, Le Mars, Iowa, in regard to ap- 
pliances which can be used to repair or solder automo- 
bile radiators, we are pleased to advise you that wher- 
ever possible, we use the ordinary four-pound solder- 
ing copper, but where this is too large, a thin wire is 
employed in similar manner. 
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The leaky spot is first thoroughly brushed off and 
cleansed after which the solder is applied in the usual 
manner. 

Where a considerable amount of radiator repair 
work is being done, a gas blow torch is employed, 
this appliance in most cases being of a “homemade” 
nature: Two pieces of rubber hose are used, one con- 
nected with a gas pipe and the other with an air com- 
pressor. A Y-shaped pipe is attached to the loose 
ends of the two pieces of hose thus making it possible 
to mix the gas with the air under the right pressure to 
do good work. 

A blow torch, however, is an implement which 
should not be used except by mechanics who are expe- 
rienced in radiator work as it is a very easy thing to 
do more damage in five minutes than can be remedied 
in as many hours because if the blow torch is not 
properly handled, the strong heat from the flame is 
likely to “unsolder” other parts of the radiator while 
the particular leak is being fixed up. 

Trusting that this information will help you out, 
we remain 

Very truly yours, 
IKLEBER-SHERMAN MANUFACTURING COMPANY. 

2515 South Michigan Avenue, Chicago, January 24, 

1916. 


a ---@-o 


TONCAN METAL USED IN CONSTRUCTION 
OF VENTILATORS TO CARRY OFF 
SALT FUMES. 


Besides being widely used in building construction, 
Toncan Metal Sheets are used for many other pur- 
poses because of their extreme durability and econ- 
omy. An example of this is noted in the use of this 
material for the construction of 36-inch ventilators 
to carry off the vapors and fumes arising from the 
salt refining apparatus in the plant of the Canadian 
Salt Company at Windsor, Ontario, Canada. Salt 
generally exerts a vety deteriorating influence upon 
sheet metal, which soon corrodes unless special care 
has been taken in the manufacture to combat such de- 
structive tendencies. Toncan Metal Sheets, it is 
claimed, have proven in actual service their ability to 
resist the action of salt, salt water, saline fumes, va- 
pors, etc. Among other instances which can be cited 
to show where they have been used for this purpose 
is the Traymore Hotel in Atlantic City, every window 
of which is equipped with a wind shield of this mate- 
rial to keep out the wind and salt spray of the ocean. 
Railroads use Toncan Metal for brine troughs, and 
the launch, Nocoro, which is also built of Toncan 
Metal, has been plying the ocean off the Florida coast 
for two years and is said to be in prime condition 
today. The exceptional strength and durability of a 
sheet metal withstanding these uses, it is said, cannot 
be questioned. Further information is contained in 
an interesting booklet, ‘‘Corrosion—the Cause—the 
Effect—the Remedy,” which will be sent upon request 
by the Stark Rolling Mill Company, Canton, Ohio. 

—_ ae . 
the secret selling-price mark 
Isn’t it a 


There is nothing about 
that makes any hit with your customers. 


mistake to use one? 








NOTES AND QUERIES. 





Double Clutch Car Mover. 
From Biddle Purchasing Company, 208 South LaSalle Street, 
Chicago. 

Can you tell us who makes a double clutch car 
mover 7 

Ans.—Walter A. Zelnicker Supply Company, 325 
Locust Street, St. Louis, Missouri. 

Splendid Oil Stove. 
From R. M. Harrison, Charters, Kentucky. 
4 ‘ Lave 

Will you kindly tell me who makes the “Splendid 
Oil Stove? 

Ans.—Henry Waterman, 195 Lewis Street, New 
York City, formerly manufactured these but has dis- 
continued making same. 

Hart’s Combination Stove. 
From the Stove Dealers Supply Company, 310 Chestnut 

Street, Milwaukee, Wisconsin. ; 

Please advise who manufactures Hart’s Combina- 
tion Stove. 

Ans.—Hart & Crouse Company, Utica, New York. 
: Famous Woodworking Machinery. 

From Eugene R. Kean, Ravenna, Nebraska. 

Kindly tell me who makes the “Famous” Wood- 
working Machinery. 

Ans.—Tannewitz Works, 315 Northwest Front 
Avenue, Grand Rapids, Michigan. 

Spark Plugs. , 
From N. N. Kahler, Beaver Creek, Minnesota. 

Will you advise who manufactures spark plugs? 

Ans.—Champion Spark Plug Company, Toledo, 
Ohio; Eclipse Manufacturing Company, Indianapolis, 
Indiana; Hartford Machine Screw Company, Hart- 
ford, Connecticut; Oakes and Dow Company, 15 
Chardon Street, Boston; Rajah Auto Supply Com- 
pany, Bloomfield, New Jersey; Sharp Spark Plug 
Company, 3386 Broadway, New York City; and the 
Silvex Company, Bethlehem, Pennsylvania. 


Kost Gas Heaters. , ; 
From M. Koch, 2812 Market Street, St. Louis, Missouri. 


Can you tell me who makes the “Kost’’ Gas Heat- . 


ers: 

Ans.—Kohler Die and Specialty Company, De Kalb, 
Ilinois ? . 
s , Sack Needles. . 
From Kubias Brothers Hardware Company, Cedar Rapids, 

lowa. 

Kindly tell us who makes sack needles. 

Ans.—Barr Brothers and Rodgers Company, Oak- 
land, California, and Berbecker and Rowland Manu- 
facturing Company, Waterville, Connecticut. 

Coal Oil Burners. 


From J. H. Bedford, Bridgeport, Illinois. 
Please advise who makes coal oil burners for cook- 


ing and heating stoves. 
Ans.—Detroit Vapor Stove Company, Detroit, 
Michigan, and Vapor-Gas Burner Company, Colum- 


bus, Ohio. 


: Bakers’ Ovens. 
From the Johnson Hardware Company, Keystone, Iowa. 


Kindly advise who manufactures bakers’ ovens. 

Ans.—A. J. Fish and Company, 20 East Jackson 
Boulevard; C. A. Gorndt and Company, 189 West 
Madison Street; S. L. Hall Company, 7 South Dear- 
born Street; Albert Pick and Company, 212 West 
Randolph Street, and Marshall-Middleby Oven Com- 
pany, 769 West Adams Street, all of Chicago, and 
Born Steel Range Company, Cleveland, Ohio. 


Bicycle Manufacturers. 


From the LaGrange Hardware Company, LaGrange, IIli- 
nois. 
Kindly tell us who makes bicycles. 
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Ans.—Iver Johnson’s Arms and Cycle Works, 354 
River Street, Fitchburg, Massachusetts; Harley-Dav- 
idson Motor Company, Milwaukee; Great Western 
Manufacturing Company, Laporte, Indiana, and Ex- 
celsior Cycle Company, 106 North Sangamon Street, 
Chicago. 

Steel Partiticn Pens and Gates. 
From Andersen and Nelsen, Ringsted, Iowa. 


Will you tell us where we can get steel partition 
pens and gates made from steel tubing to be used for 
hog houses? 

Ans.—Louden Fairfield, 


Machinery Company, 


Iowa. 
; : Patterns for Steel Boats. : 
From Frank J. Kaback, Amherst Junction, Wisconsin. 

Can you tell me where | can obtain a pattern for a 
steel boat ? 

Ans.—H. F. Thompson Boat and Pattern Works, 
Decorah, Iowa. 


: Great Northern Aluminum Ware. 
From S. Murray, Ainsworth, Nebraska. 


Can you tell me who manufactures “Great North- 
ern” aluminum ware? 

Ans.—Great Northern Manufacturing Company, 
215 West Randolph Street, Chicago. 


: Cyclone Ventilator for Water Closets. 
From the Johnson Hardware Company, Keystone, Iowa. 


Will you please advise who makes the “Cyclone” 
ventilator for water closets? 

Ans.—Sanitary Appliance Company, Neenah, Wis- 
consin. 


: Key Blanks. 
From A. D. McAnsland, Mile City, Montana. 


Please tell me who makes key blanks. 

Ans.—Eagle Lock Company, Terryville, Connecti- 
cut ; Sargent and Greenleaf Company, Rochester, New 
York, and Taylor and Boggis Foundry Company, 
Cleveland, Ohio. 





BUSINESS MEN SHOULD PARTICIPATE IN 
GOVERNMENT AFFAIRS. 


Business men, so far as possible, should participate 
in governmental affairs. A government is a big busi- 
ness combination. Economic conditions underly all 
others, social, financial and military—all depend upon 
successful business development, progress and suc- 
cess.—Judge Elbert H. Gary. 


ITEMS. 








The Cary-Hewitt Metal Works, Incorporated, Buf- 
falo, New York, have been incorporated with a cap- 
ital stock of $10,000 to do sheet iron, tin and sheet 
metal work. The incorporators are G. W. Hewitt 
and R. and E. Cary. 

T. O. Hanlon and Company, Incorporated, 
Rochester, New York, has been incorporated with a 
capital stock of $25,000 to deal in metals and iron and 
steel products. E. C. Hazard, T. O. Hanlon, and T. 
©. Hanlon, Jr., are the incorporators. 


The Kinne Metalware Company, 1401 Central Ave- 
nue, Northeast, Minneapolis, is the result of the merg- 
ing of the Kinne Manufacturing Company and the 
Martin Manufacturing Company of Mason City, Iowa. 
Machinery from the Mason City plant is being in- 
stalled in the new plant. A. A. Kinne is president; 
M. T. Bentzen, vice-president ; C. H. Kohler, secretary 
and M. D. Kinne, treasurer. 
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NEW PATENTS. 








1,212,238. 








1,211,614. Caleb A. Morales, New 


York; N.Y. 
1,211,695. 


Automatic Teapot. 
Filed Sept. 27, 1916. 
Jar-Holder and Top-Remover. 
ler, Ogden, Utah. Filed July 28, 1915. 
1,211,723. Gearing Device. George W. Lewis, Grinnell, 
Iowa, assignor to Grinnell Washing Machine Company, Grin- 
nell, Iowa. Filed Nov. 6, 1912. 
1,211,740. Detachable Grass-Catcher 
Tazewell S. Morton, Birmingham, Ala. 


Paul L. Fow- 


for Lawn Mowers. 
Filed Nov. 26, 1915. 


1,211,813. Combined Washer and Boiler. Lewis B. Bean, 
Columbus, Ohio. Filed May 5, 1916. 
1,211,910. Coffee-Percolator. Stefano Battilani, New 


York, N. Y. Filed June 8, 1915. 
1,211,984. Stove-Oven Shelf. 
skill, N. Y. Filed July 31, 1916. 
1,212,032. Dish-Mop. Charles B. Elmore, Hartford, 
Conn., assignor to J. M. Sherwood Manufacturing Corpora- 
tion, New York, N. Y. Filed Dec. 27, 1915. 
1,212,051. Bread-Toaster. George S. Gumaer, Coronado, 
Cal. Filed May 23, 1916. 


John Towart, Jr., Peek- 


1,212,055. Vegetable-Slicer. Ulysses S. Hicks, Hilts, Cal. 
Filed Aug. 16, 1916. 
1,212,064. Combination-Tool. Horace H. Hyer, Hertel, 


Wis. Filed Jan. 4, 1916. 
1,212,082. Electrically-Heated Sad-Iron. 
zella, Chicago, Ill. Filed Aug. 25, 1916. 
1,212,136. Vise. Isaac N. Giffin, Winterhaven, Fla. 
Feb. 25, 1916. 
1,212,162. Camp-Stove. 


Ernest V. Man- 
Filed 


Armin H. Green, Los Angeles, 


Cal. Filed Feb. 18, 1916. 

1,212,206. Weather-strip. Grover C. Gilstrap, Claflin, 
Kans. Filed Dec. 28, 1915. 
_ 1,212,238. Gearing. Clarence E. Mehlhope, Chicago, III. 
Filed Nov. 18, 1915. 

1,212,271. Tool-Holder. Louis Smith, Brooklyn, N. Y. 


Filed April 25, 1916. 




















1,211,695 4“ 


20 43 “nf 


1,212,288. Fishing-Reel. George W. Upton, Warren, Ohio. 
Filed May 7, 1914. 
1,212,298. Expansion-Bolt. 
N. Y. Filed Feb. 5, 19138. 
1,212,321. Garbage-Can Cover. 
waukee, Wis. Ililed April 5, 1915. 
1,212,336. Swinging-Sash Hanger. 
Mitwaukee, Wis. Filed Jan. 26, 1916. 
1,212,340. Bread-Toaster. Allan McC. 
anapolis, Ind., assignor to The Cincinnati Galvanizing Com- 
Filed Feb. 17, 1915. 


Milton T. Weston, New York, 


Albert Buchholz, Mil- 


Edward J. lellman, 
Fluharty, Indi- 


pany, Cincinnati, Ohio. 


1,212,381. Lock. Edward M. Miller, Kent, Ohio. Filed 
May 4, 1914. 
1,212,423. Block for Oiling-Mops. Jesse E. Thompson, 


Kansas City, Mo., assignor to R. W. Morris Manufacturing 
Company, Kansas City, Mo. Filed Aug. 13, 1915. 

1,212,431. Combined Can Opener and Sealer. 
Wray, Salt Lake City, Utah. Filed May 10, 1915. 

1,212,450. Ventilator Apparatus. Morton G. 
Chicago, Ill., assignor to Frederick C. Austin, Chicago, III. 
Filed July 8, 1911. 

1,212,480. Bit-Brace. Samuel N. 
and Carl M. Petersen, Washington, D. C., 
Samuel N. Hall. Filed Dec. 8, 1914. 

1,212,501. Combination Pliers and Wire-Splicer 
D. Kennedy, Sonora, Cal. Filed May 15, 1916. 

1,212,510. Gas-Burner. Max Kravitz, Philadelphia, Pa. 
Filed May 2, 1916. 

1,212,563. Combined 
Rowe, Big Falls, Minn. 

1,212,582. Shovel and Scoop. 
cennes, Ind. Filed Jan. 19, 1915. 

1,212,585. Combined Sifter and Mixer. 
Erie, Pa. Filed June 14, 1915 

1,212,661. Combination Cooking Utensil. 
Mendal, Tampa, Fla., assignor of one-fourth to 
Langley, Baltimore, Md. Filed June 18, 1914. 


Joseph H. 


Bunnell, 


Hall, Memphis, Tenn., 
assignors to said 


George 


Weeder and Cultivator. Elijah F. 
Filed Aug. 26, 1915. 

John S. Surbaugh, Vin- 
Sozaburo Toda, 


Henry Lloyd 
Kate M. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








STEEL MARKET SEES FINISHED PRODUCTS 
CONTINUING TO PILE UP; NON- 
FERROUS METALS QUIET. 





It is quite probable that unless an early improve- 
ment in traffic conditions takes place, the production 
of steel will be considerably decreased. Steel mills, 
halted by a combination of embargoes, car shortage 
and the weather, are banking more furnaces and fin- 
ished steel is being piled up in the yards and ware- 
houses. 

New business during the week was not so impor- 
tant as during the previous week, but nevertheless, 
sufficient to keep the sales departments active. In- 
quiries for ship steel and steel for railroad equipment 
continue to lead the market. 

Although offers for large plate tonnages are being 
made for delivery during 1918, plate mills are not 
prepared to accept orders so far ahead because of 
their sold-up condition. The United States Steel Cor- 
poration has advanced plates and shapes $3.00 a ton, 
making the prices $75.00 per ton on plates and $65.00 
per ton on shapes. Steel bars remain unchanged at 
$60.00. 

Domestic consumers of steel and copper cannot be 
accommodated at prices approaching normal, and the 
railroads, rather than pay $50.00 a ton for rails, are 
not building needed mileage; and there is very little 
prospect of early relief. 

It is pointed out that the end of the war would 
mean a reduction in the cost of steel and copper and 
other commodities, and that should the three-fourths 
million or more of factory workers who have been 
taken from other industries to work in munition plants, 
be returned to the normal labor market, there would 
follow a re-adjustment reducing production and dis- 
tribution costs and the prices of products. 

The non-ferrous market during the past week has 
been relatively quiet with very few changes in quota- 
tions noted. 

Dun’s review of the trade says: “Irregular tenden- 
cies again appear in trade and industry, with business 
rising in some channels and falling in others, and 
with wholesome conservatism still the outstanding 
and most reassuring feature. 

With the requirements of many large concerns cov- 
ered far ahead, the necessity of urgent purchasing is 
obviously less apparent and signs multiply of the re- 
stricting influence of high prices, some interests hold- 
ing off because of the knowledge that reaction is in- 
evitable, though as yet there is little evidence of yield- 
ing. 

ven with many buyers making future commit- 
ments with increased caution, new demands bulk heavy 
in the aggregate, and it remains the fact that in some 
instances profitable contracts are being rejected, either 


through the inability or disinclination of manufac- 
turers to engage themselves further. 

“Owing to adverse working conditions, not a few 
producers find it difficult to make substantial prog- 
ress in reducing accumulated orders, and the trans- 
portation congestion still causes much complaint of 
tardy deliveries of materials and merchandise, though 
some relief from the car shortage is indicated.” 





STEEL. 

There seems to be little immediate prospect of im- 
provement in the steel market, and as has been the 
case for more than a month, railroad traffic conditions 
are claiming most of the attention of producers and 
consumers of iron and steel products. A number of 
furnaces have been banked in the Pittsburgh district, 
and with many others operating in a precarious way 
because of the shortage of coke, production shows a 
decline from the December record, with the possibility 
of a further curtailment in output before traffic condi- 
tions are adjusted. Export business is practically out 
of the question under present conditions, although 
much foreign inquiry is still coming out for many steel 
products. In view of existing circumstances, some 
observers believe that the top of the active upward 
movement in billet and sheet bar prices has been 
reached. In the Chicago market, the nominal quota- 
tions for steel products may be given thus: Bars, 3.19 
to 3.44 cents; shapes, 3.29 cents and plates, 3.79 to 
4.94 cents. 


COPPER. 

Little business was done in the copper market 
and there were few buyers, despite the fact that some 
interests were trying to.make it appear that it was 
almost impossible to get any January copper. Quota- 
tions continued high but it is certain that the prevail- 
ing levels were not caused by the consuming demand, 
which was almost totally lacking. Prompt Electrolytic 
in the New York market is quoted at 32 to 32% cents; 
Lake at 31 to 31% cents; and Casting at 28% to 29 
cents. The Chicago market continues to be character- 
ized by extreme strength and the Spot Electrolytic is 
quotable at 3214 to 3234 cents and Casting at 2834 to 
29% cents, with the base price of hot rolled sheet 
copper remaining at 42 cents. 


TIN. 

The tin market is rather quiet, with not much dis- 
position shown to increase commitments. Buyers are 
very cautious and although quotations from London 
have arrived, not much faith has been shown in them. 
This lack of inquiry has resulted in an easing off, and 
Prompt Straits is now held at 45 cents., The Chicago 
market also rules easier with prices reflecting a de- 
cline in the New York market. Spot is quotable at 
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45% to 45% cents, and warehouse prices remain at 
50 cents for pig tin and 51 cents for bar tin. 


SOLDER. 

Solder prices have been advanced 4 cents by Chi- 
cago warehouses and are now quoted as follows: XXX 
Guaranteed, 14 & 1%, 29% cents; Commercial, % & 4, 
2714 cents and Number 1 Plumbers’, 25% cents. 


LEAD. 

Lead is in good demand and very little is being of- 
fered. A few fortunate holders are asking 8 cents 
and better for Prompt and January metal, and 7.65 
to 7.75 cents for March delivery. The leading inter- 
est is retdining its nominal price of 71% cents, but it 
is expected that this will be momentarily advanced. 
The St. Louis market rules very strong, with a pro- 
nounced scarcity of Prompt and nearby metal. Out- 
side interests are holding firm at 7.924 cents. The 
Chicago market is in the same condition with Prompt 
quotable at 8.00 to 8.05 cents. Warehouse prices have 
been advanced 25 cents, the new quotations being $8.50 
for American pig and $9.00 for Bar, all per hundred 
pounds. 

TIN PLATE. 

Little change from the conditions reported a week 
ago in the tin plate market is noted. Current sales are 
small, few manufacturers having any material to sell. 
The market continues nominally quotable at $7.00 to 
$8.00 a base box, and several quotations as high as 
$9.00 which are known to have been made, are re- 
garded simply as evidence of the unwillingness to take 
on any business. Mill managers are reporting great 
difficulties in keeping operations at anything like a 
normal level, and shipments are being seriously in- 
terfered with by traffic conditions and a shortage of 
boxes. 


SHEETS. 

The price situation in the sheet market continues 
very strong and additional advances in black, blue an- 
nealed and galvanized sheets are expected because of 
the fact that relatively few manufacturers have any 
sheets available for the first six months, while the 
demand shows no abatement. The output continues 
to be sharply reduced by the railroad situation and this 
added to other operating difficulties is helping to stiffen 
prices. In the Chicago market no developments of 
any consequence have occurred and there is no let-up 
in the demand for all grades of sheets. Few mills are 
in a position to take on any more new business for 
first half delivery and higher prices are looked for. 
Warehouses have made no new price provisions and 
continue to quote Number 28 gauge black sheets at 
$5.15; 10 gauge blue annealed sheets at $4.65, and 28 
gauge galvanized at $7.25, all per hundred pounds. 


OLD METALS. 

The Chicago market on old metals continues to rule 
strong and active, and consumers are buying appre- 
ciable quantities. The scrap iron market, although 
quiet and featureless, is showing a distinct improve- 
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ment. Wholesale dealers’ buying quotations are as 
follows: Old steel axles, $37.50 to $38.00; old iron 
axles, $34.50 to $35.00; steel springs, $23.50 to $24.50; 
Number 1 wrought iron, $23.00 to $24.00; Number I 
cast iron, $15.00 to $15.50, all net tons. Prices for 
nonferrous metals are as follows per pound: Light 
copper, 20% cents; light brass, 1314 cents; lead, 63% 
cents; zinc scrap, 6% cents; aluminum, 23 cents. 
SPELTER. 

The spelter market is weak with quotations un- 
changed, and very little in the way of new develop- 
ments. The New York market is quoted at 10.05 to 
10.30 cents for prompt delivery, and sellers are ask- 
ing 10 cents for January, 934 cents for February and 
9% cents for March, all East St. Louis. The Chi- 
cago market is quiet and easy with Spot quotable at 
9.95 to 10.20 cents, the warehouse price on spelter in 
slabs remaining at Ir cents. 





PIG IRON. 

The Chicago pig iron market continues to be per- 
vaded by seasonal dullness, and sellers report the 
market quiet but firm, with no important sales. Al- 
though the long expected buying movement for sec- 
ond-half has not as yet materialized, indications are 
that it will soon start, and more inquiries are being 
received for second-half shipment. Northern Number 
2 Foundry, Basic and Malleable grades continue 


strong at $30.00 to $32.00 furnace, and Lake Superior 
Charcoal is firm at $33.75 to $34.25. In the Pitts- 
burgh market little inquiry is reported and no impor- 
tant sales have been made. Bessemer is apparently 
firmly held at $35.00 Valley, and Basic at $30.00 while 
Number 2 Foundry is being sold at $31.00 to $32.00, 
Valley furnace. 


The Matthew Addy Company’s Market Report, Cin- 
cinnati, Ohio, January 26, 1917. 

The troubles in the iron trade are its most prominent 
features. These troubles fortunately are not financial. On 
the contrary, most of them come from an excess of pros- 
perity—from too much pressure—from trying to do more 
than can be done. When business wakes up from a trance 
into 100 per cent activity it can be imagined that all kinds 
of troubles would be developed. Most of them can be directly 
traced to that cause generally designated by the overworked 
word—unpreparedness. : 

The main difficulty is that the railroads can handle neither 
pig iron nor steel as fast as it is produced. They are short 
of cars and locomotives. Then, too, the weather has been 
wretched, but not more so than is to be expected in the winter 
season, so that the railroads have this to contend with as 
well as the other things. The breakdown of the railroads has 
pretty nearly made exporting iron an extinct branch of in- 
dustry. We believe that the railroad situation is getting 
better, but progress is almost imperceptibly slow, and a bliz- 
zard would tie things up again in disastrous fashion. 

The whole trade is full of hard luck stories—furnaces 
banked because they cannot get their supplies of coke; foun- 
dries shut down because iron and coke have not arrived on 
time, and so on ad infinitum. 

It certainly is unsafe for any manufacturer, as matters 
are at present, to try to run on “hand to mouth” stocks ot 
raw materials. He can’t keep going, that is all there is to it. 

As for the pig iron market, it has no spectacular features 
except the insatiable demand from abroad. Were there ocean 
room it seems to us the Europeans would demand such quan- 
tities of iron that they might well crowd prices up to $50.00 
a ton. As it is, there is a domestic demand that keeps up 
from day to day running into very large tonnages. Every ton 
of iron that is being made in the country is wanted instanter 
by some consumer, and except for railroad embargoes, ever\ 
ton made is shipped hot from the furnace. As a matter of 
fact, usually there are three or four users of iron clamoring 
for the same iron 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
annie inetd Western Hardware and Metal ae corrected weekly. 











LeAv. AU | 
METALS. | American Pig. = --v-0-oe0e0 #8 50 — BEATERS. 
REO OS Pare 00 | Bors ing Machine........+.++++++ 2008 ae. a. 
a | National (White) brands Meier © 5, SEI Re oe eae 50%; No. 13 Tinned Spr Wi 0 90 
| than 100 th. lots), per Ib........ lle | Carpenter's Nub.......ccccevcees 70%, | No. 11 Spring ag Ahad 1 30 
PIG IRON | Shéet. | lowe Ci a 90 
° | Pullcoils........ er 1001bs.$ 9 75 ‘ 
Northern Fdy., No. 1 £29 50, Cut enile........ per 100 lbs it 00} ae | Pee. Per doz. 
Northern Fdy., No. 2.. 29 00} | Bonney’s—list $30. ee 75 & ESI | No. 50 Imp. Dover. sr apis aa $0 75 
Northern Fdy., No. 3.. 28 50 ALUMINUM | Stearns, No. 3.......+.+.++. No. 102 | a se 
Southern Fdy., No. 1.. 28 = | Carload lot | No. 150 ** hotel. . 1 50 
Southern Fdy., No. 2.. 28 0 8. No. +4 Heavy hotel tinned. 2 10 
Southern Fd 3.. 27 4 No. 1 ina Ingot...... perlb. $0 60) post Hole | No. «+» 330 
Lake Sup. C bcéndescent 32 75| Sheete.......... einnds s 5 | "Digwell, 8-inch a he 13 . | ere 
eee . oO. , . 
MENS GiGUschewesneesaens 29 00° TIN. Iwon's Post Hole and Well... 40% +++ 450 
... ara per lb. 50c| Vaughan'’s, 4 to 9-in...per doz. 8 00) 
FIRST QUALITY BRIGHT | PER is Gvisscisosess = Sle BELLOWS. 
TIN PLATES. | HARDWARE Ship. | Blacksmiths’........0sceeeeeees 65% 
Per Box | . Post s, with or without screw.. .50% | Hand. 
IC ERE $10 25 | — | Snell's 40-S'‘% “i 
i. EG crbbassunesous 11 20 ADZES | | ee persion 3 40 
SE cenesesnenescesg 12 30 | Carpenters’ : Py pg aclaia 
Es scaccecvecnenas 1 oa tae nerd AWLS. Moulders’, 
Ec vicnesvcennvns 14.00 Plumbs........ se eeeeeeenees 38% | Brad. | 12-inch..... pubieks “ 12 60 
IC Gi ienccmceaendan 20 50 Coopers’. No. 3 Handled....... per doz. $0 45/ aa 
IX SP bisisscsisevesee 22 40! Barton's 15% | No 1050 Handled. 95 | 
IxXx DEO Séesssnsarckeeu 24 60 Wits... ihe Koideds: % Shouldered, assorted 1 to 4, BELLS. 
ete, — Seevespeneuvecen 26 30 | — Wen eees eecccccce 15% | Dei cena yee g” per gro. 3 60 | Call. r 
isctaspapesebeee 28 00 | et atent asst’d, 1 to 4.. . 60 3-inch Nickeled Rotary Bell, 
inet nee | AMMUNITION. Bronzed base...... per doz. $5 00 
Cokes, 180 lbs 20x28 $16 30 Caps, Percussion—per 1,000. — od oo 
Coles, 200 Ibe, 22.2 20228 "16 39, E: kx» Waterproof, 1-108........ i Tae || Meee eee 
Cokes, 216 Ibs... .... IC 20x28 16 80 Beas tester sesearosevassent aI (pee eee ™ 
Cokes, 270 Ibs....... IX 20x28 18 65 Shell “prs aa nee 75 | | Door. Per doz. 
ells, Loaded— | Peg. New Departure Aut ti 
BLUE ANNEALED SHEETS. |” Loaded with Black Powder...... 79,| Shouldered.......... o 4 ~ Rotary. ss Peers-<- ae oe 
| Loaded with Smokeless Powder, | oc. ee of 65| 3 -in. Old Copper Bell. 00 
ho, EEE per 100 Ibs. $4 65 medium grades........... 15&5% | -in. Old Copper Bell, fancy. 6 00 
Now 12... e 2 este, per 100 be. 470 Loaded with Smokeless Powder, sf Ee 3 -in. Nickeled Steel Bell... 4 50 
No. i... ae 100 Ibe. 4 85 | EPR sos sos er besbensc 30% No i handled iin 900 34-in. Nickeled Steel Bell. 5 00 
| "oe Repeater Grade.. . 15&5% | Ne rs oe mead. 1 25 |Hene. 
c oF PHADISY.. oc cece i 
ONE PASS COLD ROLLED BLACK | Smokeless Leeder Grade... A atlas ~ 195) Hand Bells, polished....... 40& 10% 
No. 1 ee per 100 Ibs. $5 95 nosy Powder Syst cubes awitatd 7% | White _ Seer rae 40% 
No. 22-24... per 100 Ibs. 00 | u C. AXES. o. Plated. 202000000 4 08333 
“Sere Bene 3 = ee 
Ne ooo BR 100 Pe 8 08 | Nr Cab. ee eenevnnee 1sasg, Boys Handled, aon, $6 00 | SE Ciera Me 
eee eee ee eweeneeeee eeetee ~* nadia OZ. i 
No. 28..........+..per 100 Ibs. 515] New Club... 7” Siler | Marshall Falls City. Pee 75 0 sagen ee 
Meshhsene sas rie urcnh ani » St joes , 
GALVANIZED . i 6 50 ool, steel alloy... .50%, 
roa 
eer per 1001bs. $6 '; | Gun Wads—per 1000 Farm, Ibs. . 50 75 100 
No. 18-20........5. por iedihe. 66 | Wiachger ee pemme.-------+ $205 Pumbs Oe a aac amiaaiasts ‘si'90 240 3135 475 
i epee per 100' bs. 6 8 » iio... 1 §¢| *  ‘Firemen’s (handled), | BEVELS, TEE 
__ ee perl00lbs. 69: |Powder. = Each. | Tet Be Nebo “ Stanl d handl 
BM ca cesicvontie per 1001bs 71 | DuPont's Sporting, kegs. ....$10 25 Plums, Mines thandiea) *'9 00 _ wicchemeenlipenemmead 
PE i ciccinnssel per 1001bs. 7 2 “ “ ees 3a ‘Stanley’ acide ~— 
eee per 1001bs. 76 | DuPont's Canisters. 1- Ib-.... 46 | Single Bitted (handled). 
re 26 Warren Silver Steel.......... $10 50 | 
ee Smokeless kegs. 13 = | Sanscrag Finished........ 50 00 |Z BINDING, OILCLOTE. 70% 
1 oug Be Oe ee as eis 5's0'o.0s weve be dp dooce ssa 
POLISHED SHEET STEEL. a8 i 675} Perfect Premier, Forest Clipper 4 50 | OMNIS. cowicne ses ss st enciee sss 60&5 
1 ‘- 4 100% 5 40 | HSPN HAMROE 5 a dc ccesine Sees se 75% 
ch, SP per 1001bs.£5 9 7) “ }-kegs... 3 45 
PCE beukek sseeuse per 100lbs. 6 0 - al canisters BITS. 
_ | ere per 100lbs.6 1 | L. &R. Orange, Extra Sporting © | Single Bitted (without handles). | Auger. 
Seen cerdODibe 62 | MBs weeds +005 0595 9% $10 25 | Warren Silver Steel......... £9 00 | Extra Double S i 
L. — t Orange Extra Sporting ead | | haste! sw Finished....... : 4 Ford's i Sadie.” 408 10% 
Det ache a eats 40 | MEGkcas ks bow ecses ° i 
L. & R. Orange, Bara Sporting so cat  semaeetinrepeneer | 
SMOOTH SHEET STEEL. pet >’. eepeereeneree 2 85 | | Russell Jenning’s.......... 30810% 
Per 100 lbs Orange, Extra Sporting | Double Bitted (without handles). | Clark's Expansive............. 65 
: lb. Seman PE hk ce oi 46 Steer’s * Small list, $22 00 25% 
Wood's Smooth No. 20......... $5 2: | L. & R. Orange, Extra Sporting | Blood’s Champion, “a od 43 lb. “ “J arge “ ” $26 00. .25% 
“ * No 22-24...... 5 3 Len: canisters - Sites ate aenaneae doz. 12 3) | Irwin Car cr TT 
o o " t eee eee eee | 
é No 25-26 ...... 5 35 h- age st ™ opened 1 Perfect Premier...... “ 12 50| F = % Ship Auger pattern 50%, 
‘ ** No. 27.......+. 5 4C | Hercules‘ “E. C."" and “‘Infallible” | The above prices ee | nT eksersetiterentees sent J 
sd ” SN: 5 5C Ry is a5 be oak coe 26 are the base prices. 
Herel i ion aseec aaa 50 00 4h Ibe. aivence Phe. MN: ss icccisenvinnevenareess 15% 
fe einach cube cea ce coe 13 20 |4, to 5. Ibs. advance 50c. | Countersink. 
Hercules “B, C." and “Infallible’’ | 44 to 54 Ibs. advance 75c. 
PATENT PLANISHED SHEET, SRS ec ho hoc et ot 6 75 | No. = Wheeler's. . oak. doz. $1 +4 
IRON Hercules * . C; aad” ‘Infallible’’ , | No “ 24 
, ee | eee 5 40 BAGS, Jaane NAIL. American Snailhead.. “ 1 10 
Patent Planished Sheet Iron, — ‘E.C. mand * ‘Infallible’’ | “ — —_.. ; = 
iis Socata oe hia ek 3 45 | Pounds..... 20 eee: ee 
Se bs bees cdeousc’ £10 5C Hercules‘ Ss. C.” and “Infallible’’ Per 1 ,000. “*33 a P. .. 450 5 00, Mahew’ eee a 90 
s canisters. “50 Chi Rie” eee 1 40 
ercules : 3 i 
SOLDER. canisters...... nt = " = $1 25 ‘Dowell 
— Guaranteed ¢ & $..perlb. 29%c we Lightning Rifle, va BALANCES, SPRING. Russell Jennings........... 30&10% 
: oe ee ee eee 
~ gg poe 4 la oe a easaedints ;Sharpshooter Ride. EEOC r TT Try y ert 20% | Gimlet 
cena | SS aes 1 25 } 
Hercules Unique Rifle, canisters 1 50 tent Dette Cut.. oe “4 oe “56°68 
Hercules Bullseye Revolver ne —— 
SPELTER alien... ’ 100 BARS, CROW. | + amen ehaeeautevas = pod 
en eee crannies aie her Woles Polat. pec owt.. 9609| aaom °° °°°"°°""° eo 
Drop shot, sizes smaller than = a ” | —. AS lela dala “ eo 
SHEET ZINC manatee | ee —_ 
fF rop sho and larger sizes, 
25%. bags, perbeg........ 2 95 BASKETS. germs ms 
er $22 0C om ine 25- bags per bag 2 95 | Clothes. remem 4 a eoebte » 
shot, 25-fb. b: & ry ndar uare..... U 
Less than Cask lots. .$22 50 to $23 00 "A NVILS “s 3 2s —.: esate -per doz. ” po American Octagon... ” 4 75 
— <4 R- os serene 9 > ee sense om 13 00 
COPPER. renton © 250 lbs...... Ste per Ib iver. 
ASBESTOS. Galvanized Iron. bu. 1 bu. 1$ bu _ > aa “ 55 
Copper sheet, base.........+++.. 42 | Board and Paper........ ..102 per It Per doz.......- $5 50 300 11 @ No. 1 Triumph...... “ 1 23 
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